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SIDE WALLS 


N presenting to the trade 
F-V ART METAL CEILINGS 


and SIDEWALLS, we wish 
to emphasize particularly the 
quality of material and first 
class workmanship which enters 
into their construction. 


So Ree eRe = 
SAS ET Ree . 
Se SE Sa eS ~ 
er. ster soar Yael ad 


MSS 
sie a 


DOs 


Seg A omg tS Rene EERE 





4 
y 
; 
4 


Having the finest equipped sheet metal plant in the country, and 
having only experienced men to operate them we are enabled to turn 
out the finest goods on the market. 


The stamping is perfect, the plates are made with a full bead on 
all four sides and are absolutely tight fitting. 


F-V ART METAL CEILINGS and SIDEWALLS are made in 


many handsome and special designs. Many of them are completely 
illustrated and described in our Ceiling Catalog No. 33. Write for 
it today. 

At your service always — 

F-V quality and Workmanship. 


FRIEDLEY-VOSHARDT COMPANY 


OFFFICE: 733-737 SOUTH HALSTED STREET FACTORY: 761-767 MATHER STREET 
CHICAGO, ILLINOIS 























ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 48 and 49 
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Heaters That Make F sien For You 


We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 
in the United States. 









Here are four of the different styles—there are seven 
others, in all the different sizes. 


We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. Larg- 
est distributors west of the Mississippi River of everything 
in furnace supplies. 


Je furnish advertising for our dealers—Make estimates 
quotations on request. 
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Nesbit All -Cast Heater, 
1000 Series. Triangular 


Seriee, Cone grate construe “HANDY” Pipe and Fittings stingers 


tion. Saves the Fuel. 





“ROCK ISLAND” and 
weranstet “WALWORTH” rewtencia. 
ener Warm-Air eae f 


Heater. REGISTERS Heater. 


@ STANDARD FURNACE & SUPPLY CO. 22 
411-413 So. 10th St., Omaha, Nebraska ae 























Constructional Honesty 


has made the 
FRONT RANK a 
name to tie to! 


For 28 years and more, every pos- 
sible effort has been made by this 
hovse to develop the perfection 
which is now a characteristic of the 
Front Rank Warm Air Furnaces. 
The details of construction—ma- 
terial and workmanship as well— 
have been given the closest atten- 
tion—and not even the smallest 
item has been slighted. This is why 
owners appreciate—and dealers 
appreciate—these famous furnaces. 
Write for dealer’s proposition. 





Haynes-Langenberg Mfg. Co. 


4045-4057 Forest Park Boul. SAINT LOUIS, MO. 
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Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
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AccorDING to reliable estimates, three hundred If you have not already installed a department of 


thousand new automobiles will be sold by manufac- Automobile Accessories in your store, you can do 
Who Sells turers during the year 1917 and accord- yourself a good turn by posting yourself thoroughly 
Automobile ing to the same source of information, upon the opportunities for operating such a depart- 
Accessories there will be in actual use during the ment in connection with your regular hardware busi- 
in Your Town? ear, one automobile for every eight ness, and if you find that the field is not already thor- 
oughly covered in your community—and in most in- 
stances it will not be—you can do nothing which is 
more likely to add materially to your sales and profits 
in the immediate future than adding to your stock a 
representative line of Automobile Accessories. 

You will be interested in reading the article by 
William T. Gormley which we publish on page 24 in 


families in the entire country. 

This very general use of automobiles—both for 
pleasure and business purposes—of necessity carries 
with it an immense demand for repairs, tools and 
other articles grouped under the broad classification of 
Automobile Accessories, a large proportion of which 
yields a very liberal rate of profit to the retail dis- 
tributor. this issue and in which he discusses ways and means 

for starting and conducting a department of Auto- 


When the automobile was regarded as a mere lux- Sees 
ury, this class of merchandise was usually obtained mobile Accessories in retail hardware stores. 





by the automobile owner from the garage operator or pues 
else direct from the manufacturer, but with the rapid THE LETTER from “Sheet Metal Contractor” which 
growth of the industry and the general adoption by 
business enterprises and private persons of the auto- ‘iieih iii 
mobile, it soon was found necessary to secure better Metal Boost 
means of distribution, and it is a significant fact that at Once. 
the most successful manufacturers of Automobile Ac- 
cessories—those whose products are in most general 
use—have found the retail hardware store the most 
efficient means of retail distribution. 

turers. 


We have upon many occasions called attention to the Lien. _ ; 
progressive attitude taken by live retail hardware deal- A. V. Jamison, Chairman of the Publicity Com- 
ers with regard to this comparatively new line of mer- mittee of the Metal Branch of the National Hard- 
chandise. Upon many occasions, we have described 
and shown illustrations of well organized Automobile 
Accessory departments in retail hardware stores and 
have related how such stores conduct this department 
with profit to themselves and satisfaction to their 
customers as well as to those whose products they 

» 


is published in this issue of AMERICAN ARTISAN on 
page 36 is worthy of the attention of 
every one interested in bringing about 
better conditions in the sheet metal field 
from the sheet :netal journeyman to the 
manufacturer of sheet and tin plate, and especially 
the latter, for as our correspondent points out, the 
fundamental work must be done by the manu fac- 


ware Association, in his report for that Committee 
at the Atlantic City Meeting in October made the fol- 
lowing statement: 

“If the apathy continues, which has existed in the 
past, no amount of effort or expenditure will place 
metal roofings in the position they should occupy in 
handle. the face of existing competition. When we speak of 

The day of the direct-from-manufacturer sale of apathy, we do not consider it as applying to any one 
Automobile Accessories is past and gone. The suc- class in the industry. The manufacturer, jobber, tin 
cessful manufacturer of such articles recognizes to- roofer, and sheet metal contractor are all to blame. 
day that his retail outlet—the one that insures him [The remedy is good advertising, intelligent promo- 
the safest and most profitable means of distribution— 
is that of the retail hardware store. 

The automobile owner today looks to the progres- 
sive retail hardware store as his source of supply for 
the hundreds of various articles classed as Automobile 
Accessories. 

This is, of course, as it should be, for in a very large 
measure the items classed as Automobile Accessories 
are “kindred” to hardware and they “belong” in the the work which will undoubtedly be accomplished dur 


retail hardware store. ; ing the next year. 
QIOOrs} 
Ja eS a , 





tion, and hearty co-operation. 

“The time to begin is three years in advance of 
the time you will need to feel its benefits. There is 
no fly-by-night wizard about advertising. In this 
business it means constructive education and the metal 
business is in dire need of it. 

“Fortunately, there are signs of awakening all 
along the line and we look forward with optimism to 
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It is quite true, of course, that just at the present 
time the manufacturers of sheet and tin plate have all 
they can do to keep up with the demand for their 
products, but that is due to a very large degree to 
conditions which have nothing to do with the sheet 
metal contracting business, and these conditions are 
only temporary ones. 

As a matter of good business, it would seem nothing 
more or less than good sense for the manufacturers 
to take such steps now as will insure in a large meas- 
ure a continued demand for sheet metal when the war 
in Europe comes to an end, and this can only be done 
by awakening and maintaining a renewed approval of 
sheet metal as a suitable, economical and in other 
ways satisfactory building material—which means that 
a cooperative advertising campaign such as has been 
discussed now for several years, should be inaugu- 
rated at the very earliest moment and kept up. The 
“war in Europe will probably not last three years, so 
according to Mr. Jamison’s statement, we have already 
lost valuable time. 

Let no undue delay prevent the starting of this 
advertising campaign to educate architects, building 
contractors and house builders as to the many points 
of advantage of sheet metal as a building material, 
as well as for other purposes. It should begin this 


coming spring. 








WHEN THE FIRST labor-saving machinery was in- 
troduced in England, there was a great outcry that 
the use of such apparatus would deprive 
Cost of Livingmany workingmen of their livelihood 
ope "Ty and many riots took place with a cor- 
aaa responding number of broken heads and 
wrecked factories, but the principle was finally estab- 
lished that such machinery was for the best, although 
for years the unions of Great Britain fought vigor- 
ously against its installation. 

However, there exists even at this late day an idea 
that “jobs are of more importance than products,” as 
a writer in the November market review of the Na- 
tional City Bank of New York puts it-—that the prin- 
cipal object of industry is to provide work rather than 
to provide things to eat, wear and use. 

It is true, of course, that without a job.a man will 
not be able to secure the means of sustaining himself 
or his family, but it is just as true that we would have 
to go without many of the things which we have come 
to regard as necessary to our comfort, if the chief 
purpose of industry was to provide as many jobs as 
possible, for the simple reason that the cost of these 
articles would be prohibitive. : 

It has been proven conclusively, in fact, that the 
adoption of labor-saving machinery, instead of de- 
priving men of work, have actually made it possible to 
give work to a steadily increasing number and at bet- 
ter wages than before. 

Incidentally also, it is worthy of note that in coun- 
tries where labor-saving machinery is not universally 
adopted, conditions among. the laboring classes are 
much lower—hours are longer, wages less, health 
poorer. 

Coincident with the use of labor-saving appliances 
in factories has come a movement from the farm to 
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the cities, and this is the only regrettable factor in the 
situation, but it is to be hoped that the farmer, as a 
class, will so change his ways of working that the 
farm laborer will no longer be an ordinary drudge, 
and, thanks to the manufacturers of modern farm im- 
plements and appliances, that time is fast approach- 
ing. 

In the last analysis what is wanted is not more 
jobs, but more things: more grain, more meat, more 
potatoes, more materials for clothing, more materials 
for houses, larger and better houses, more comforts 
in the houses, etc., and there is no hope of supplying 
these wants except by more efficien: industry. Instead 
of making each job occupy as many workers as pos- 
sible, we want each man’s work to be as productive 
as possible. If this idea, of the public interest in the 
multiplication of products, instead of the multiplica- 
tion of jobs, could be made dominant, industry would 
be revolutionized. The high cost of living would 
come tumbling down and the problem how we can 
keep our factories running after the war would be 
solved. 








DURING THE YEAR of 1916 every man, woman and 
child in the United Siates and Canada paid a tax of 
over $2.00 to make up for the annual 

Yearly Fire fre loss, about fifty cents more per per- 

Tax of $2 _ 

Per Person, °°" than in I9I5. 

The resumé recently made by a fire 
insurance actuary puts the total fire loss for the 
United States and Canada during the year just past 
at approximately 230 million dollars, an increase of 
fifty million dollars over the previous year. 

This appalling figure becomes of still more signifi- 
cance when it is remembered in a very large majority 
of cases the fires are of the socalled “accidental” na- 
ture—they are caused by spontaneous combustion, by 
a burning match or paper falling among inflammable 
waste, by careless handling of merchandise that should 
be handled with unusual care, by burning rubbish in 
alleys or backyards without the use of proper safe- 
guards, etc. 

Isn’t it about time for us to wake up and quit dream- 
ing about our so-called greater efficiency, when we 
permit by our carelessness property to be fed to the 
flames the value of which would feed and clothe a 
million people in comfort for a whole year? 

Our annual fire loss is considerably more than twice 
as large as that of Europe, with its “inefficient, un- 
progressive” modes of living! 

And the worst part of this matter is that, instead of 
decreasing, the average -annual loss due to fire is 
actually growing. 

In other words, in spite of the great progress in 
fire fighting apparatus and the immense sums of 
money spent for the installation and maintenance of 
such apparatus and for the salaries paid to efficient 
and fearless fire fighters, we are actually confronted 
with a situation of steadily increasing frequency and 
loss by fire. 

For one reason—and one only: Our inveterate care- 
lessness. We, as owners, pay little or no attention 
to the condition of our premises. We may insist on 


having the floor of our store swept clean several times 
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a day and the stock carefully dusted, but we don't care 
where the sweepings and the waste are thrown! 

We, as employes, may be extremely solicitous in 
the matter of keeping the “front’’ nice appearing, but 
we dump waste paper, oily rags, packing material in 
any convenient place where it can’t be seen, and if 
a match that we throw away after having lighted our 
pipe or cigar happens to fall in the pile of rubbish 
while still burning, surely that can’t be our fault! 

This is a matter of personal conduct. We need to 
educate ourselves—each one—to exercise greater care 
and show greater regard for the property of others. 
For it must be remembered that in practically every 
fire the property of somebody else besides that of the 
person responsible for the fire is destroyed. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 








“Pop” Bennett writes me from Long Beach, Cali- 
fornia, where he conducts a “real live” hardware store 
—as only “Pop” and his like do it—and of which 
city he is mayor, that he is looking ahead to a pros- 
perous season and asks me to convey his best wishes 
to “the boys” for the happiest of all years. 

‘* * 4 

J. S. Bonbright, Vice-president and Salesmanager 
of the Pennsylvania Lawn’ Mower Works, Philadel- 
phia, met a middle aged man on the train who said 
that his father, ninety years old, was still on the farm 
where he was born. 

“Ninety years old, eh?” 

“Yes, pop is close to go.” 

“Is his health good ?” 

“?’Tain’t much now. He’s been complainin’ for a 
few months back.” 

‘“What’s the matter with him?” 

“IT dunno; sometimes [ think farmin’ don’t agree 
with him.” 

Bob Jones, of the Clyde Cutlery Company, Clyde, 
Ohio, sometimes will spend an hour or so at a good 
“movie” show when he gets away from his home 
town. It is a mild form of dissipation, to which no 
one could raise much objection. 

Recently he attended one and he noticed a fat 
woman well down in front who was evidently inclined 
to laugh and when she laughed she laughed all over. 

The doings of the hero centered around custard 
pies and she laughed often. She held a purse in her 
hand. The catch was defective. One chuckle un- 
snapped it. 

There was a spasmodic snicker and a Io cent piece 
popped out of the purse. A nickel tinkled on the floor 
as the woman struggled with a deep-seated giggle. A 
quarter took a hurdle with a jerk of her diaphragm and 
disappeared. 

Every time she laughed she lost a coin. She paid 
no attention to the shower, but her escort was mani- 
festly uneasy. He leaned over and whispered in her 
ear. 

“D-d-don’t b-b-bother now,” she said in the middle of 
a laugh. “TI guess perhaps I’ve lost ‘most $1.19 so far, 
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but let’s wait until’ we see where the next pie is going 


before we start to pick up the money. 
+ es 


George Frank Lord who is in charge of the adver- 
tising for the various industries owned by the Dupont 
interests has the right idea when he says in the De- 
cember issue of the “Dupont Magazine” that ‘“Ef- 
ficiency, stripped of all verbiage and psychological 
dissection, simply is doing your work well.” 

That sounds simple and it is simple, yet there are 
many who will say that this definition doesn't define, 
so George, like the sensible fellow he is, doesn’t stop 
with giving a definition, but elucidates, as follows: 

How to Become Efficient. 
_ First. Ask your superior for a clear, comprehensive out- 
line of the work he expects you to do and how he wants it 
done. 

Second. Ask him further to suggest possible expansion 
of your activities along lines of value to him and calculated 
to increase your value to the concern. 

Third. Lay out a written schedule of your expected and 
possible activities and record daily each completed perform- 
ance, each omission, and, in your opinion, what percentage of 
efficiency you attained in any attempt to do a thing in which 
you did not wholly succeed. 

Fourth. Strive daily to improve your performaice, and 
to broaden your abilities and their application, crediting your- 
self with all sure progress and debiting yourself with all fail- 
ures or partial failures. 

lifth. Make a monthly summary of your efficiency for 
your own study and comparison with past and future months. 

Sixth. If the record fails to improve as a whole or in 
detail, go to your superior and ask his advice on how to over- 
come the obstacles that seem to block your progress. 

The system here suggested is an automatic one based on 
the principle that every earnest man is the best judge of his 
own efficiency. 

He knows when he is tardy. 

He knows when he is on time, vet wastes time before get- 
ting into action. 

He knows when his mental or physical motor is running 
and consuming energy without being in gear. 

This system makes every man his own handicapper and 
his own undodgeable censor. 

The suggestion that appeal for advice be made to his supe- 
rior is based on the fact that any intelligent employer thinks 
far more of the earnest striver for success who recognizes his 
own shortcomings and sincerely seeks help than the vain- 
glorious braggart who assures himself and everyone else he is 
a world-beater in his line. 

Try this system for six months and prepare for a surprise 
in the shape of promotion and increased pay. 


Some writers have the faculty of expressing their 
ideas in such an apt way that even the simplest minded 
person can understand them. For instance, the fol- 
lowing poem by Ella Wheeler Wilcox tells the story of 
the two kinds of people in this world that her idea 
“gets under the skin” very effectively: 

Which Are You? 


There are two kinds of people on earth to-day, 

Just two kinds of people, no more, I say. 

Not the sinner and saint, for ’tis well understood 
That the good are half bad and the bad are half geod. 
Not the rich and the poor, for to count a man’s wealth 
You must know the state of his conscience and health. 


Not the humble and proud, for in life’s little span 
Who puts on vain airs is not counted a man. 

Not the happy and sad, for the swift flying years 
3ring each man his laughter and each man his tears. 


No; the two kinds of people on earth that I mean 
Are the people who lift and the people who lean 

pee ; 
Wherever you go you will find the world’s masses 
Are always divided in just these two classes. 


And, oddly enough, you will find, too, I wean, 
There is only one lifter to twenty who lean. 

In which class are you? Are you easing the load 
Of overtaxed lifters who toil down the road, 

Or are you a leaner who lets others bear | 

Your portion of lal or and worry and care? 
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Hardware Manufacturers, Wholesalers, Retailers 
Protest Against Zone Rates for Trade Papers 








As could only be expected, the announcement pub- 
lished in our editorial on page 19 of our December 
3oth issue, that there was a serious possibility of the 
enactment of the “rider” to the Post Office Appropri- 
ation Bill, sponsored by Congressman Randall, by 
which increases from 100 to 500 percent on the 
previous mail rate on trade papers would be put in 
force, has brought forth many protests from manu- 
facturers, wholesalers, traveling salesmen and retail- 
ers who are subscribers of or advertisers in this pub- 
lication. 

These business men realize that such a step would 
amount in effect to a special tax upon the means by 
which they are able to keep informed as to conditions 
in their field and naturally they object, so long as there 
is no good and sufficient reason for such a tax. 

Every honest thinking man will upon serious and 
impartial consideration agree that means of informa- 
tion and education should be as open and easy as 
conditions can possibly make them, and it has re- 
mained for the owner of a local publication which, if 
we are correctly informed, enjoys Government dis- 
tribution in its chief field absolutely without cost to 
its owner, to actually propose the imposition of a 
tax which in most instances would increase the cost 
to the readers of trade papers and similar publications 
more than one hundred percent. 

Two of the many letters of protest which we have 
received follow herewith: 

To AMERICAN ARTISAN AND HARDWARE REcorD: 

The editorial which you published on page 19 of 
the December 30th issue entitled “Proposed Tax On 
Knowledge” is of more than ordinary importance. 

We recognize the necessity for men engaged in 
the retail distribution of hardware to be as well posted 
as is possible upon conditions in the trade. In order 
to have the necessary information, they must there- 
fore be subscribers to AMERICAN ARTISAN AND 
HarRDWARE ReEcorRD or some other publication of 
kindred nature. An increase in the postal rates of 
second class publications such as is proposed by Con- 
gressman Randall would mean an increase in cost to 
these retailers for securing reliable information on 
matters pertaining to their business, of from 1 to 300 
percent. 

Such increases in subscription cost would probably 
mean a decrease in the number of subscribers and this 
would materially affect the results of our advertising 
in your publication as well as in others. 

In other words, Congressman Randall’s proposi- 
tion would mean less knowledge and less efficiency on 
the part of the retail hardware dealer, greater cost of 
advertising to the hardware manufacturer and poorer 
service to the consumer. 

In our opinion, the zone rate is just as insensible 
and unreasonable as applied to magazines published in 


the interest of trades or for general information and 
entertainment as the zone rate would be if applied to 
first class mail. We feel that your point is very well 
taken, that trade papers as well as other magazines 
are entitled to the present low rate, owing to the fact 
that the Post Office Department handles them in an 
entirely different and much less costly way than any 
other class of mail can be handled. 

At any rate, no increase should be made in the cost 
of distributing trade magazines and other publications 
of nation wide circulation until the local newspapers 
which are now enjoying free distribution in their own 
county are made to pay at least a share of the cost of 
their distribution. 

Yours truly, 
VAUGHAN & BuSHNELL MANUFACTURING COMPANY. 
sy Irving S. Kemp, Salesmanager. 

Chicago, Illinois, January 4, 1917. 





To AMERICAN ARTISAN AND HarDWARE REcorD: 

I have read with much interest your editorial en- 
titled “Proposed Tax on Knowledge,” which appeared 
on page 19 of your December 30th issue. 

Although my business is in Chicago and although, 
therefore, the proposed zone system for increasing 
postage on trade magazines and other publications 
of nation-wide circulation would not affect me to any 
large extent, I want you to know that I am with you 
in the fight which you and other intelligent men are 
waging against this unfair proposition made by a man 
who himself enjoys the privilege of having his local 
newspaper distributed in his own community by the 
Post Office Department absolutely without cost to 
him. 

I have for many years been a subscriber to 
AMERICAN ARTISAN AND HARDWARE REcorpD and to 
several other trade publications, as well as national 
magazines, and while I would be perfectly willing to 
pay the increased cost which the inauguration of the 
zone system would mean to me—this must, of course, 
be borne by every subscriber—it seems to me that if 
there is a necessity for raising greater revenue for 
the Post Office Department the first step should be to 
make those who at present enjoy free distribution pay 
some little share of the cost of distributing their 
papers. 

Very truly yours, 
A. VERE MartTIN, 
President of the Hardware Club of Chicago. 
Chicago, Illinois, January 3, 1917. 





You don’t need to do everything in an old-fashioned 
way in your store in order to get the reputation for 
being old-fashioned. Just one or two old habits are 


enough. 
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UP TO THE MINUTE 
NEWS SIFTINGS 














A contract at $45,000 has been let for the construc- 
tion of a foundry, nickel shop and crate shop for the 
Wilson Stove Company at Paducah, Kentucky, across 
the Ohio River from Metropolis, Illinois, the home 
office of the Company. 

a ibn 


FREDERICK C. WARHUS NEW SECRETARY 
OF BUFFALO CO-OPERATIVE STOVE 
COMPANY. 


I‘rederick C. Warhus who for many years has been 
connected with the Co-operative Stove Company, Buf- 
falo, New York, received the compliment and appre- 
ciation of his long service at the Company's annual 
meeting when he was elected its Secretary. 





PATENTS IGNITION DEVICE FOR GAS 
STOVES. 


Frank V. Knauss, Portsmouth, Ohio, has obtained 
United States patent rights, under number 1,208,166, 
for an ignition device for gas stoves described in the 
following: 


A device of the nature 
disclosed comprising a gas 
burner, a burner chamber hav- 
ing an apertured wall, the 
aperture being located remote 
from the zone of combustion 
of the hurner, and an inclined 
plate secured to the chamber 
wall adjacent the aperture, 
having a channeled under sur- 
face terminating at the aper- 
ture through the wall, said 
plate having an aperture there- 
through registering with said 
wall aperture, the opposite end 
of said inclined plate strad- 
dling over a portion of the 
burner gas jet openings. 














* 4,208,166 * 
| 
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WRITE FOR THIS CATALOG OF STOVE BOLTS, 
RODS AND RIVETS. 





An old proverb has it that a chain is no stronger 
than its weakest link. If this be true—and it is—we 
can easily understand how the durability of any ap- 
pliance or machine is determined by the strength of its 
connecting members. Hence manufacturers should 
pay strictest attention to the quality of the bolts, rods, 
rivets, screws and ‘other connecting means used in 
their products—in fact, these items should receive as 
much, if not more consideration than the body sec- 
tions. Makers of stoves, ranges and warm air heaters 
are advised that suitable bolts, rods, rivets, etc., to 
meet the most exacting requirements can be found in 
the Kirk-Latty line. The catalog illustrating and de- 
scribing the many types of bolts, bolt ends, burrs, 
nuts, rivets, rods, screws, washers, threaded wires, 
etc., will be sent to manufacturers upon request. A 
heavy stock of these articles carried on hand, coupled 


with good service and excellent transportation facili- 
ties, is said to assure prompt shipment on very short 
notice. Requests for catalog and further information 
should be made to the Wirk-Latty Manufacturing 
Company, Cleveland, Ohio. 

ee eee 


GAS COOKING STOVE PATENTED. 


lorest V. Detwiler, Grand Rapids, Michigan, has 
secured United States patent right, under number 
1,209,083, for a gas 
cooking stove de- 


scribed thus: 





In an oven, the com 
bination of an outer cas 
ing having an outlet 
opening at the top there- 
of, an inner casing spaced 
therefrom, a flue leading 
to said space, a damper 
controlling said outlet 
opening, a damper con 
trolling said = flue, and 
— operating connections in 
7 said space, between the 

1 dampers, and an operating 
handle connected to one 
of said dampers. 






































1,209,683 
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OIL STOVES WITH HIGH SPEED 
ECONOMICAL BURNERS. 





The chief advantages claimed for oil stoves are their 
time and fuel saving features, the simple, positive op- 
eration, the handsome appearance and the durable con- 
struction. These merits, it is declared, are bringing 
this type of stove into’ popular use because they are 





Clark Jewel Number 34 Oj! Stove. 


quickly appreciated by the thoughtful housewife. Ciark 
Jewel Oil Stoves are said to create such a favorable 
impression wherever used, their various points of con- 
struction having been perfected to a high degree. Isp 

cially notable among their features are the oil burners, 
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claimed to operate quickly and economically; being 
placed close to the top of the stove, their flame strikes 
the bottom of the vessel and with this direct contact 
the liquid is said to come to the boiling point promptly 
and requires relatively little oil to keep it at that tem- 
perature. The type pictured herewith is a four-burner 
stove with shelf and oven, supplied either in black 
japan finish or an attractive olive green color. Ac- 
cording to the manufacturers, it is of very strong con- 
struction, with angle iron base, and gives a large ca- 
pacity, the oven being removable. Full particulars of 
the entire Clark Jewel line of oil stoves can be obtained 
by addressing George M. Clark and Company, Division 
American Stove Company, Chicago, Illinois. 


~~ 
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STOVE IS PATENTED. 


Edward IF. Hill, Peekskill, New York, and William 
Herbert Myers, Brooklyn, New York, assignors to 
, the Union Stove Works, New York 
City, have been granted United 
States patent rights, under number 
1,210,312, for a stove described 





cy a 


herewith: 








A stove comprising a bottom, a fire- 
pot and ashpit, a shell forming a combus- 
tion chamber and a top, a bead formed 
on said firepot to engage one or the 
other of the ends of said shell, said fire- 
pot and ashpit being insertible in said 
shell and said top and bottom members 
being interchangeably carried by said 
shell and firepot in the different assem- 
bly thereof. 


COLONEL W. H. UNVERSAW APPOINTED 
SALES MANAGER OF GLOBE STOVE 
AND RANGE COMPANY. 








The many friends of Colonel W. H. Unversaw, who 
for many years has called upon the southern trade for 
the Globe Stove & Range Company, Kokomo, Indi- 
ana, will be pleased to learn that he has been pro- 
moted to the important position of Salesmanager of 
the Company. Those who know the Colonel will tes- 
tify that he has earned his promotion. 





TRADEMARK FOR RANGES AND STOVES. 


Under serial number 93,243, copyright has been 
granted to The Stamford Foundry Company, Stam- 
ford, Connecticut, for the 
trademark shown in the ac- 
companying illustration. The 
particular description of 
goods is wood and _ coal 
burning ranges and wood 
and coal burning stoves. The 
Company claims use since 
about March 25, 1913, and 
the claim was filed March 2, 1916. 
siniccsseallipeivei 

Guessing about what will happen after the war in 
Europe ends is pretty good mental gambling, if there 
is nothing better for the brain to do. There is: Pre- 
paring to meet whatever emergency you may be con- 
fronted with. Get busy and plan for anything; but 
keep plugging, just as hard as you can. 
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Esek Bussey, Sr. 

Esek Bussey, Sr., President of The Gold Coin Stove 
Company, Troy, New York, inventor of many stove 
improvements, and who has been identified with the 
advancement of that city’s progress for many years, 
died suddenly about eleven o'clock Saturday morning, 
December 30th, at his residence on Oakwood Avenue. 

Mr. Bussey was born in the town of Hoosick, Octo- 
ber 22, 1826, and came to Troy as a boy of eleven 
years with his father, Colonel Thomas Bussey, who 
became proprietor of the Northern Hotel, located in 
that city. 

After spending a few years with his grandfather’s 
family at Baldwinsville, near Syracuse, where he at- 
tended school, Mr. Bussey returned to Troy and en- 
tered upon his first business venture by purchasing and 
conducting a hardware store and tinshop at 311 River 
Street. One of the biggest undertakings of the con- 
cern was the contract of putting the tin roof on the 
large shed of the old Troy Union Station. Charles A. 
McLeod, who had a small molding shop on Oakwood 
Avenue, where cast-iron stove utensils were made, 
occupied a part of the hardware store for the dis- 
play of these goods. Finally Mr. tussey was per- 
suaded to go into the manufacturing business with 
Mr. McLeod, and the firm of Bussey, McLeod and 
Company was formed in the middle of the Fifties. 
It was only a step from the making of hollowware to 
the molding of stoves and parts, and about 1859 the 
firm began the manufacture of stoves. 

Much of the product of Mr. Bussey’s firm was 
shipped to the West in the days when the country was 
developing, and many boatloads went out from Troy 
over the Erie Canal and through the Great Lakes, 
as well “as around the Horn” to San Francisco. As 
a result of this Mr. Bussey started the Chicago Stove 
Works, which went out of business in 1915. About 
1901 the Gold Coin Stove Company, at Troy, was in- 
corporated with Mr. Bussey as President. 

Mr. Bussey was the son of Thomas and Maria 
Randall Bussey. He was married April 27, 1848, to 
Cornelia Cruikshank, now deceased. The survivors 
are four sons, James C. Bussey, Colorado Springs, 
Colorado; William T. Bussey, Chicago; Senator 
Thomas H. Bussey, Perry, New York, and Esek 
Bussey, Jr., Troy, New York, and a daughter, Mrs. 
Cornelia Graves, Chicago, wife of J. R. Graves, of the 
Detroit Vapor Stove Company. 

The funeral services were held from his late resi- 
dence on Tuesday, January second, and were attended 
by a large number of prominent men and _ business 
associates who thus testified to their high regard for 
their departed friend. 

He was known as a man of extraordinarily high 


character. Large amounts of money were given by 


him for charitable purposes that few knew about. A 
noble citizen, indeed. 
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THE WEEK’S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west-= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 42 to 47 inclusive. 








Foster, Merriam and Company, Meriden, Connecti- 
cut, makers of cabinet hardware, have increased their 
capital stock from $240,000 to $320,000. 


” 
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METROPOLITAN HARDWARE DEALERS TO 
HAVE ANNUAL BANQUET WEDNESDAY, 
FEBRUARY 7. 








The Fourth Annual Banquet of the Metropolitan 
Hardware Dealers’ Association, composed of retail 
hardware dealers in New York City, and neighboring 
cities in New York and New Jersey, will be held 
Wednesday evening, February seventh, 7:30 P. M., 
at Hotel Astor, New York City. 

The Dinner this year will be of added interest owing 
to the fact that it is to be held during tne week of the 
Convention of the New York State and Pennsyl- 
vania and Atlantic Seaboard Retail Hardware Asso- 
ciations. Reservations for seats should be made to the 
Banquet Committee early as it is expected the num- 
ber may have to be limited. Tickets are Five Dollars 
each. 

The Banquet Committee consists of the following: 

H. .A. Cornell, Chairman, 121 Court Street, Brook- 
lyn, New York; J. M. Kohlmeier, ro11 Third Avenue, 
New York City; J. F. Gleason, 105 Fulton Street, 
New York City; W. F. Rockwell, 244 Main Street, 
Orange, New Jersey; G. F. Ogden, South Orange, 
New Jersey; A. M. Bedford, New Rochelle, New 
York; J. P. Landrine, 719 Bergen Avenue, Jersey 
City, New Jersey; J. B. Sellars, White Plains, New 
York; L. Schelling, 734 Willow Avenue, Hoboken, 
New Jersey; P. G. James, Jamaica, Long Island; C. 
M. Felt, Huntington, Long Island; R. J. Atkinson, 
1183 Broadway, New York City. 
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D. M. KAGAY IS NEW MANAGER OF THE 
PUBLICATION DEPARTMENT OF 
S. F. BOWSER AND 
COMPANY. 








D. M. Kagay who for the past three years has been 
in charge of the advertising for the Richards-Wilcox 
Manufacturing Company, Aurora, Illinois, has been 
appointed Manager of Publication Department of S. 
F. Bowser & Company, Fort Wayne, Indiana, manu- 
facturers of kerosene and gasolene oil tanks. 

His many friends in the hardware trade will wish 
Mr. Kagay still greater success in his new connection, 
and retail hardware dealers will no doubt find much 
inspiration in the work which will be produced under 


his direction, judging from the excellent selling helps 
that came to them through the two clever house organs 
which were edited by him while in his former position. 
EDWARD J. NEWEY GIVEN COMPLIMENTARY 
DINNER IN APPRECIATION OF 
LONG SERVICE. 








In appreciation of his long and valued service, Ed- 
ward J. Newey, who for 21 years sold hardware to 
the jobbers in the southern states for Alfred Field 
and Company, New York City, was given a dinner and 
reception by the firm on Wednesday evening, Decem- 
ber 27th, at the Knickerbocker Hotel in New York. 
The entire sales force and their wives took part. After 
an enjoyable repast, W. J. Corbet,*in a few well- 
chosen remarks in behalf of the Company, presented 
the guest of honor with a handsome suit-case fitted 
with all the “attachments” needed for a journey. Mr. 
Newey, who is one of the charter members of the 
“Old Guard,” is planning to take a needed rest and 
has decided to spend several months in the south and 
probably the summer in the Adirondacks, after which 
he will be ready to take up a new line. 
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L. M. BUSHNELL WILL SPEND THE WINTER 
MONTHS IN FLORIDA. 





LL. M. Bushnell, one of the founders of the Vaughan 
& Bushnell Manufacturing Company, Chicago, and 
who still owns a large interest in the business, al- 
though he retired from the presidency of the Com- 
pany about three years ago, left this week for Ilorida 
where he will spend the winter. 
oo 


AMERICAN ARTISAN AND HARDWARE 
RECORD IN RECEIPT OF MANY 
GREETINGS AND WELL 
WISHES. 





In addition to the many greetings from manufactur- 
ers, wholesalers, retailers, officers of trade organiza- 
tions and others, whose names were published in our 
issues of December 23d and 30th, AMERICAN ARTISAN 
AND HARDWARE REcorRD is in receipt of messages of 


good will from the following: 

Griffith G. Jones, Racine, Wisconsin. 

J. W. Pratt, of Goodell-Pratt Company, Greenfield, 
Massachusetts. 

W. H. (“Pop”) Bennett, Mayor of Long Beach, Cali- 
fornia. 

J. B. Comstock, of P. & F. Corbin, New Britain, Con- 
necticut. 

F. Alexander Chandler, of Chandler & Farquhar Com- 
pany, Boston. 

Allen W. Williams, Columbus, Ohio, Secretary of the 
National Warm Air Heating and Ventilating Association. 

Frank B. Higgins, President of the Sheet Metal Con- 
tractors’ Association of St. Louis, Missouri. 

Pierre I. du Pont, President of E. I. du Pont de Nemours 
& Company, Wilmington, Delaware. 
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CHAIRMAN EDWARD N. HURLEY OF FEDERAL 
TRADE COMMISSION RESIGNS. 


Edward N. Hurley, Chairman of the Federal Trade 
Commission, resigned on Friday, January fifth, to 
resume his business in Chicago. The resignation was 
accepted, although President Wilson will urge Mr. 
Hurley to change his: mind. 

The Chairman will leave the Commission February 
first, and Vice-chairman Harris automatically will 
succeed him. 

Mr. Hurley’s wide business knowledge has been of 
great value to the Commission in its business investi- 
gations. Recently the Chairman has devoted much 
time to a study of business accounting systems. The 
Commission is working out a system of standardiz- 
ing accounts. 

loreign trade promotion also has drawn consider- 
able attention from Mr. Hurley. He is a strong ad- 
vocate of co-operation in foreign trade and had much 
to do with drawing the bill now pending in Congress 
to permit combinations of American exporters to ob- 
tain foreign business. 

oo- 


WRITE FOR THIS NEW CATALOG OF PLAY 
WAGONS, SLEDS, AND ICE SHOVELS. 





The constant aim of incorporating into the Buffalo 
Sled line the most advanced ideas naturally necessi- 
tates, from season to season, certain catalog changes, 
and the latest of these catalogs has just come off the 
press. In the foreword, the manufacturers point out 
that now, more than ever, efficiency in their factories 
is emphasized at every step, and because of this they 
are able to offer splendid values in play wagons, sleds, 
ice shovels, etc. No one product they have ever made 
has jumped ahead so fast in sales as their Auto-Wheel 
Coaster and this growth, they state, considering the 
comparatively short time it has been on the market, 
appears nothing less than phenomenal. The Auto- 
Wheel Coaster is described as substantial, speedy and 
excellently adapted to boys’ needs, and its story is 
being told in every city, village and hamlet in the 
country through the manufacturers’ persistent national 
advertising. In the last two years, over 150,000 of 
these coasters have been sold and the ever-increasing 
demand has necessitated the erection of another large 
building, greatly augmenting the manufacturing facili- 
ties so that retailers are said to be assured of prompt 
deliveries at all times. The catalog further describes 
in an interesting fashion the construction of the vari- 
ous coasters, scooters, trek wagons, sleds and_ ice 
shovels, and copies can be obtained by addressing the 
Buffalo Sled Company, Department C, North Tona- 
wanda, New York. 

shiliesaciciptililiiiianssaaenie 


GOLDEN RULE IS PROFITABLE IN BUSINESS. 


“ 


Business methods nowadays,” says E. C. Simmons, 
Chairman of the Board of Directors of the Simmons 
Hardware Company, in the current number of The 
Nation's Business, “are infinitely better than they ever 
were. \len have found out that it is not only possible 


generations of the past. 
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but profitable to follow the Golden Rule in all the 
matters of life. Helping the merchant has become a 
principle of good salesmanship. He is counseled as to 
the quality and quantity of his purchases. I cut an 
order down this morning, telling the merchant he had 
bought too much of a certain line of articles. 

“A great deal has been said about the sharp prac- 
tices of business men. I assert that the present gen- 
eration of business men are more honest than were the 
The consumer has been 
treated fairly. On the other hand the retailer has 
suffered somewhat through the trusts. His case un- 
fortunately has been taken up by politicians and muck- 
rakers.”’ 





GRAND CROSSING TACK COMPANY SOLD 
TO INTERSTATE IRON AND STEEL 
COMPANY. 


The Interstate Iron and Steel Company, East Chi- 
cago, Indiana, has purchased all the property of the 
Grand Crossing Tack Company, 79th Street and South 
Chicago Avenue, Chicago. The present properties 
of the purchasing company comprise rolling mills at 
East Chicago, Indiana, and at Marion, Ohio. The 
acquisition of the Grand Crossing Tack properties will 
give, in addition, an open hearth steel plant and 
blooming mill at One Hundred and Eighteenth Street, 
South Chicago, and wire plants at Grand Crossing. 





SECURES PATENT FOR GEARING. 
Howard F. Snyder, Newton, Iowa, assignor to The 
Maytag Company, Newton, Iowa, has procured United 
States patent rights, under number 1,209,893, for a 
gearing described herewith: 


A gearing for washing machines comprising a driving 
shaft, a driven gear, a pinion on said driven gear, an internal 


1,202,893, 














gear with which said pinion meshes and an operating member 
connected to said pinion, the pitch circle of said pinion not 
intersecting the axis of the internal gear, whereby said 
pinion does not keep the same relative position during suc- 
cessive revolutions of the gear. 





PROPER SHAPE AND USE OF FILE 
NECESSARY TO DO GOOD WORK. 


Very few mechanical operations, it is said, are 
more difficult than that of filing well. The file, un- 
like the tool fixed in the iron planer, whose movement 
is guided by unyielding ways, must be guided by the 
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hand, and the accuracy with which this is done de- 
pends largely upon the patience and_ perseverance 
given in practice, as the “guiding principle’ involved 
in many other tools and operations is wanting in most 
of the applications of the file. The workman’s suc- 
cess, however, is dependent, not only on his ability to 
use the file properly but also on the selection of the 
proper shape and cut for the work he has to do. In 
this regard there are but few generalities that may 
be given with any idea of practical value to the be- 
ginner—the school of experience is where he must 
acquire the ability to become an expert. Some idea, 
however, that will assist in making the proper selec- 
tion of the file to use, may be had from a list of files 
and their uses, such as is contained in the interesting 
and instructive booklet “File [Filosophy,” which is 
issued by the Nicholson File Company. This work of 
48 pages has been prepared to satisfy the continuing 
demand for a book dealing with files, and contains a 
general description of files, their common applications 
and many valuable hints on filing. It is strictly im- 
partial and the contents apply to all files alike. The 
manufacturers feel that the value of the booklet 
would be diminished were the personal to enter too 
prominently into its pages and they are willing to 
supply copies to dealers and users of files in the hope 
that it may be of service. Those desiring copies of 
“Tile Filosophy,” together with the Company’s cata- 
log, should address the Nicholson File Company, 
Providence, Rhode Island. 





PROMPT ATTENTION GIVEN ORDERS FOR 


METAL WARE. 


The recent completion of an addition to the plant of 
the Atlantic hipaa Company plant at Rochester, 
New York, has provid- 
ed approximately 4500 
square feet of extra fac- 
many 


tory and 


added facilities for giv- 


room, 


ing prompt attention to 
Mall 


can be 


customers’ wants. 





orders, it is said, 


quickly attended to, and 


shipments made __ the 


same day orders are re- 


ceived. The Company 


manufactures a full line 


of tinware, galvanized 


iron ware, and copper 





nickel plated ware, sales 


Atlantic Steel Clad Dairy Pail. 4f these for the past 


year having shown an increase of more than 50 per- 
cent over 1915. In the illustration herewith is shown 


as an example of the Atlantic line of pails of all 


sorts, cans, wash tubs, wash boilers, cups, pots, ket- 
tles, pans, etc., a Steel Clad Dairy Pail with four- 
rivet ears, heavy, retinned bail and extra deep 
foot. The Atlantic line is said to be sold wher- 


ever quality is demanded, and retail hardware dealers 
may secure latest illustrated catalog and net price list 
by writing to the Atlantic Stamping Company, 


New York. 


Rochester, 
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PATENTS GEARING FOR WASHING 
MACHINES, WASHING MACHINE 
AND CLOTHES WRINGER. 


Halvor H. Lyche, Chicago, Illinois, assignor to The 
Odin Company, Chicago, Illinois, has secured United 
States patent rights, under numbers 1,209,981, 1,209,- 
983 and 1,209,984, for a gearing for washing machines, 
a washing machine and a clothes wringer, respectively, 
described in the following: 

Number 1,209,981: In 
a device of the class de- 
scribed, the combination of 
a support, a sectional shaft 
journaled thereon, a nut 
movable on one shaft part 
and having a rod fixed 
thereto, a driven gear on the 
support, driving gears loose- 
ly carried by the said sec- 
tional shaft and in mesh 
with the driven gear, a clutch 
device for said gears, a lever 
pivotally connected to the 
support and operable to ac- 
tuate the clutch device to al- 
ternately rotate the gears in 


Sa 





WEA \ 


opposite directions, means 
\ carried by the rod for alter- 

1.209. : wis 
961 | nately shifting the lever, 
means for alternately hold- 


fing the lever in shifted position, and means for driving said 
shaft. 
Number _ 1,209,- 
983: In laundry 
apparatus, the 
combination of a 
washing machine 
body having an 
open top substan- 
tially co-extensive 
with the length 
and breadth of 
said body, a sub- 
stantially flat re- 
movable main 
cover for closing 
said open_ top 
provided with a 
centrally disposed port in its flat surface, a barrel for said 
body insertible thereinto thro igh said open top and having an 
opening disposed intermedia‘e side and end portion of the 
same, a closure section for said opening and liftable bodily 
through said port, and a supplementary removable cover for 
said port superposed upon said main cover, the side and: end 
portions of the main cover about said port projecting in- 
wardly of the body of the machine to extend over those side 
and end portions of the barrel about its opening, and one of 
the said end portions of the main cover adapted to serve as a 
retaining apron upon removal of the supplementary cover, 
substantially as and for the purpose set forth. 
Number 1,209,984: In a device of the character de- 
scribed, the combination of a wringer provided with rolls 


1.209.983 
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and a base, a support for said base, said wringer adapted for 
movement relative to said support in a substantially horizon 
tal plane from one operative position to another, a driving 
element, and driven gearing for said rolls adapted to be actu- 
ated by said driving element when the wringer is moved to 
either of its operative positions, said driven gearing being 
disconnectible from the driving element in the horizontal 
movement of said wringer. 


-~eo- 
To overcome competition and to hold trade against 


competition—to do something through the force of 


personality and better persuasive qualities; these are 


the things which make men valuable 
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How Retail Hardware Dealers May Start 
Successful Automobile Accessory Department 


By Wii1aM T. Gorm .ey, of the Bullard and Gormley Company, Chicago, Illinois 








The fact that the most progressive manufacturers 
of automobile accessories are now almost a unit in 
regarding the retail hard- 
ware dealer as the logical 
retail distributor of this 
line in his respective terri- 
tory at once places the lat- 
ter in a much more advan- 
tageous position, because it 
removes the kind of com- 
petition which, although so 
far as price was concerned, 
was not of great conse- 
quence, but which because 
of the peculiar advantage possessed by the garage 
owner or the repair shop man at the particular time 





William T. Gormley. 


when the repairs or accessories were needed, made it 
difficult for anyone else to sell these repairs. 

Now that the preference of the manufacturer has 
been given to the retail hardware dealer, he can re- 
gard this line very much from the same viewpoint as 
that which pertains to any other specialty line in his 
stock. 

And inasmuch as automobile accessories are a spe- 
cialty they must be sold as such—whi h means that at 
least a very large proportion of them, or the more 
costly of them at any rate can be sold best by per- 
sonal letters or other circular advertising from the 
store. 

There are, of course, many small articles classed 
as automobile accessories which can be sold easily, 
simply by being properly displayed in the store and 
advertised through the regular means that the dealer 
employs—whether that be local newspaper advertise- 
ments, or circulars sent through the mail, or dis- 
tributed by hand. 

The first point which a hardware dealer should 
take up when he starts to consider adding an auto- 
mobile accessory department is to ascertain the num- 
ber of automobile owners in his trading territory and 
the names of the owners as well as the particular 
make of the various machines. 

Based upon this information, the dealer will then 
place orders for such quantities as he feels justified 
in, taking care, of course, to regulate his purchases of 
specialties according to the grade of automobile most 
commonly used in his community. 

After his stock has come in and has been properly 
checked, marked and arranged, the natural thing for 
him will then be to make a striking announcement 
of the fact that he has opened an automobile accessory 
department and is in position to supply the wants of 
all automobile owners in the neighborhood with such 
accessories as they may desire and necd. 

This announcement can with advantage be made 
both in a semi-personal letter and through the local 


newspapers and should be followed up by a series of 
special advertisements calling attention to some spe- 
cific items in the stock, describing, illustrating and 
quoting definite prices on same. 

Starting such a department naturally implies that 
the stock should be placed in a location in the store 
where it is easily accessible and where opportunity is 
given for liberal display of such items as lend them- 
selves well to this purpose. 

It is also well to remember that window displays 
play a very important part in the sales from incidental 
customers. The fact that distance no longer is much 
of a handicap to the owner of an automobile causes 
many to.make long trips and when they stop in a 
strange town a good window display will very often 
induce them to enter the store and make a purchase 
of some automobile accessory to which their atten- 
tion has been drawn from the outside. 

It should also be remembered that while there are 
seasons in the automobile business when the demand 
may not be quite so heavy for certain items these very 
seasons make up for this by an increased demand on 
other items, and that auto skid chains for instance are 
now considered as an all year round item, used in the 
Summer, Spring and Fall when it rains and in the 
Winter when it snows or sleets. 

The main point to remember in making a success of 
an automobile accessory department is, that while in 
a sense the line is now considered a staple one it must 
be sold as a special line, which means that regular, 
persistent and specific advertising must be used. by 
the dealer in order to take full advantage of the great 
amount of consumer advertising which is being done 
by the manufacturers. 


a i 


Chicago, January 2, 1917. 
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FREE DISPLAY STAND FOR PLUMBS AND 


To retailers of Disston Plumbs and Levels the manu- 
facturers offer a handsome display stand for these 
tools, which, they state, is designed and finished so as 
to afford a maximum sales-winning display combined 
with an ornamental appearance. This stand will no 
doubt make an attractive addition to the equipment 
of any retail hardware store, being suitable for show 
case, shelf or window shelf displays. It is furnished 
as a sales help, entirely free of charge, and the offer 
is explained in their Display Stand Circular which 
will be sent to retailers upon request. Copies of this, 
together with details of Disston Plumbs and Levels 
and other tools, can be obtained from Henry Disston 
and Sons, Incorporated, Philadelphia. 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








NOVEL WINDOW DISPLAY OF ICE SKATES. 


Among other things the winter season brings with 
it the popular and fascinating sport of ice skating 
which is indulged in to a great extent by the younger 
folk of both sexes and even by some of the older 
people. Consequently a need arises for securing 
skates for the pastime and it is safe to assume that 
the retailer who goes after this business in an earnest 
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Window Display of Ice Skates Awarded Honorable Mention in AMERICAN ARTISAN 
Arranged by A. J. Hoffman, Murray, lowa. 


Display Competition. 


manner will receive a large portion of this business 
from the people of the community. [low ice skates 
are cleverly featured in a window display is shown 
by the accompanying illustration which pictures an 
arrangement prepared by A. J. Hoffman, Murray, 
Iowa, for which he received Honorable Mention in 
AMERICAN ARTISAN AND Harpware REcorp Window 
Display Competition. 

The noteworthy point about this window. display is 
that it is one of a series of three which had essentially 
the same setting. In constructing the setting, a few 
pieces of crating or old boards were first fastened to 
the back wall of the window, oak branches were then 
nailed to these, and the open spaces were filled in 
with smaller branches and twigs, until a solid back- 
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ground of rich oak foliage was obtained. The rear 
portion of the floor was covered with large stones and 
boulders, while smaller stones and pebbles were strewn 
at the sides. Window Display Number 1, which ex- 
hibited cream separators, had a grass covered fore- 
ground with the 
meadow, while the back portion showed a farmhouse 
and barn, together with a large advertising card of the 
The second window display, featuring 


“cows” peacefully browsing in 


separators. 


= 


~ = = 
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steel game traps, had a pond in the center represented 
hy means of a highly polished sheet of zinc; “ducks” 
were shown swimming in the pond, stuffed animals 
were placed in realistic positions about the rocks, and 
various types of traps were displayed in the rear. 

In this window display a log cabin was built, the 
rocks and stones covered with a thick mantle of snow, 
and the “pond” frozen over with bits of cotton and 
salt to simulate ice. The skaters were represented by 
small figures pasted on cardboard and held upright 
by large screws behind. ‘The arrangement thus cre- 
ated served to effectively link the onlookers’ thoughts 
with the skates which were shown suspended from 
the “tree” in the center of the window. 

The scheme of creating three window displays in 
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this fashion certainly savors of efficiency and the idea 
may be well adopted to advantage by other retailers 
throughout the country. 


— eo —— 


GET IN LINE TO WIN $100.00 IN CASH 
PRIZES FOR WINDOW DISPLAYS. 


Some men are endowed with the faculty of seeing 
a good proposition when they look at it—others look 
without seeing. Some men have the knack of quickly 
grasping every opportunity and utilizing it to the full- 
est possible advantage—others need to be coaxed and 
prodded and urged to benefit from these chances, and 
even then they are decidedly hesitant about thus help- 
ing themselves. “Tis truly said that the good Lord 
helps those who are ready to help themselves and 
one of the many means he is at present employing is 
the Window Display Competition conducted by this 
publication. AMERRCAN ARTISAN AND HARDWARE 
Kecorp Window Display Competition offers to ener- 
getic retail hardware dealers or their salesmen an ex- 
ceptionally good means of helping them better them- 
selves in the art of window trimming. In this Com- 
petition any retail hardware dealer or his salesmen 
are permitted to enter as many of their window dis- 
plays as they desire. The photographs and descrip- 
tions are examined by a capable committee of three, 
and four cash prizes, amounting to $100.00 are 
awarded to those preparing the most excellent ar- 
rangements, while Honorable Mentions are given for 
other window displays entered that are effectively 
prepared. 

This offer is about as great an inducement as any 
hardware window trimmer would want for participat- 
ing in the event, but back of this stands a real oppor- 
tunity for acquiring a large amount of very valuable 
and helpful information on the subject of window 
dressing. In fact, it can be truthfully asserted that 
the dealer or salesman who is desirous of helping 
himself to the extent of entering in this Competition 
will be aided immeasurably by learning the essential 
features of the many sales-producing window displays 
that have been arranged by experts in their line 
throughout this country and in,Canada. This knowl- 
edge is imparted to the entrant through the columns 
of AMERICAN ARTISAN AND HarpDWARE RECORD, 
which contain, as a regular department, illustrations 
and descriptions of prize-winning window displays. 

sy carefully studying these arrangements, the win- 
dow trimmer can secure hints as to how he may suc- 
cessfully push any of his varied lines in an attractive 
window display. The sales power of a window dis- 
play is unquestioned—hence it behooves every retail 
hardware dealer or salesman to resolve immediately 
to enter the Competition which will indeed be a 
worthy New Year resolution—and thus place himself 
in line for a share of the $100.00 cash prize awards 
and for numerous ideas on preparing resultful win- 
dow displays. 

Less than a month remains, and a few moments 
spent in thinking the matter over will convince you 
that it is highly advisable to get started at once and 
have your window displays photographed as soon as 
possible. The photographs, together with the de- 
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scriptions, must be in by February Ist, 1917, and as 
previously stated, may be of any line of hardware 
or related lines, such as general hardware, builders’ 
hardware, tools of all sorts, cutlery, kitchen utensils, 
house furnishings, electrical supplies, sporting goods, 
hunting equipment, automobile accessories, toys, enam- 
eled ware, plated ware, stoves, ranges, warm air heat- 
ers, sheet metal, etc. Details are given herewith: 
Award of Prizes. 

The prizes will be awaided as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 


description fourth in excellence. 
Conditions of Competition. 


The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These phctographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than February 1, 
1917. Address all photographs and descriptions to 
AMERICAN ARTISAN AND HARDWARE Recorp Window 
Display Competition, gto South Michigan Avenue, 
Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device ard the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders. and will decide the win- 
ners of the Competition. 


— ee 


PATENTS LIQUID DISPENSING APPARATUS. 


Lee S. Chadwick, East Cleveland, Ohio, assignor to 
The Cleveland Foundry Company, Cleveland. Ohio, 
has obtained United States patent rights, under num- 
ber 1,209,811, for a liquid dispensing apparatus de- 
scribed in the following: 

In a liquid dispensing ap- 
paratus, the combination of a 
distributing receptacle, a car- 
rier pivotally supported to 
swing from a position at one 
side of to an inverted posi- 
tion over the distributing re- 
ceptacle, a dispensing recep- 
tacle adapted to be placed in 
the carrier when the latter is 
tie i ail in the first position and 

“—~\ swung therewith to inverted 

1.209.811 \ 7* 























position, the dispensing recep- 

tacle having a bail and being 
capable of a downward movement with respect to the carrier 
as they assume inverted position, the carrier having a keeper 
wherewith the bail of the dispensing receptacle engages dur- 
ing the aforesaid downward movement of the dispensing 
receptacle. 
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NEW DEVICE FOR KEEPING ACCOUNTS OF 
CREDIT CUSTOMERS. 


After having perfected a number of machines to 
protect cash sales, the National Cash Register Com- 
pany is giving to the business world 
what is claimed to be the first me- 
chanical device for completely pro- 







tecting charge records. [or years 


N. C. R. Credit File. 


inventors have endeavored to perfect some sort of 
device that would sufficiently protect credit sales slip 
records so that slips-covering past accounts might not 
be lost or destroyed, and this aim is said to be 
achieved by the N. C. R. Credit File, pictured here- 
with, which reduces to a minimum the work of keep- 
ing credit customers’ accounts. This appliance has a 
locked compartment for the storage of sales slips until 
the accounts are settled, the compartment’s glass cover 
constantly exposing to the view of the proprietor and 
employes the amount due on each customer’s account. 
The records covering these accounts are accessible 
only to the one having the key to the locked compart- 
ment, thus giving the proprietor complete control of 
his charge accounts and assuring him the same pro- 
tection when he is away from the store as when he is 
present. By placing the sales slips in a daily file, each 
day's credit business is kept separate from the previ- 
ous days and furnishes an absolute check on all the 
records. .\ccording to the Company, these credit files, 
which are durably made of steel, offer to merchants 
a protection on credit records equal to that which the 
cash register offers on cash business. [*urther in- 
formation can be obtained by addressing the Natio.al 
Cash Register Company, Dayton, Ohio. 





FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
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supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


Galvanized iron, nails, wire, Number 23347.—A commis- 
sion agent in Porto Rico is desirous of representing American 
manufacturers of galvanized iron, barbed wire, nails, ete. 
References. 

Hardware, etc., Number 23354—A business man in France 
wishes to represent American manufacturers of hollow ware, 
enameled goods, padlocks, small tools, etc. Cash will be paid 
against documents. He states he will furnish references upon 
request. 

Hardware, etc., Number 23360.—A man in Algeria would 
like to represent American manufacturers and exporters of 
hardware, kitchen utensils, etc. Prices should be quoted c. i. f. 
Algerian port. Correspondence in French. 

Razors, hardware, etc., Number 23369.—Supplementing 
foreign-trade opportunity, Number 23354, firm in France 
wishes to represent American manufacturers and exporters of 
coffee mills, safety razors, mincers and household supplies. 
Cash will be paid against documents. 

Furniture hardware, etc., Number 23379.—A firm in 
Switzerland wishes to purchase furniture hardware, brass 
and iron fittings, and ball-bearing castors. Quotations should 
be made c. i. f. European port. Cash will be paid against 
documents. Reference. Correspondence in French or German. 


+o -——— 


PATENTS RAZOR, RAZOR HONE AND 
STROPPING MACHINE. 


Under numbers 1,210,220, 1,210,221 and 1,210,222, 
United States patent rights have been granted to Irank 
A. Shimans, Chicago, Illinois, for a razor, razor hone 
and stropping machine described in the following: 

Number 1,210,220: A razor compris- 
ing a hollow comparatively flat body; a 
stud rotatably mounted in said body on 
one wall of said body at one end thereof ; 
a circular blade mounted on said stud, the 
opposite wall of said body being hingedly 
mounted and adapted, when in operative 
position, to hold said blade in position on 
said stud; and means for normally hold- 
ing said last mentioned wall in operative 
position, substantially as described. 

Number 1,210,221: A razor hone 
comprising a pair of spaced sharpening 
elements; a support for said sharpening 
elements; a plurality of rotatable hold 
ers for the blades to be sharpened ar 
ranged above said sharpening elements 
and extending transversely thereof; a 
support for said holders mounted for 
transverse shifting relative to said first 
mentioned support, whereby the blades 
may be carried into engagement with 
1,210,221 either of said sharpening elements; 
means for shifting said second mentioned 
support; means for simultaneously rotat 
ing all of said blade holders; and means 
for releasably mounting in operative po- 
sition the ends of said blade holders at 
one side of said second mentioned sup 
port, the opposite ends of said blade 
holders being mounted in the opposite 
side of said support, said last mentioned 
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side of said support being hingedly 
mounted, substantially as described. 
Number 1,210,222: A stropping 


machine for the sharpening of circu- 
lar blades comprising an elongated 
flexible sharpening element; a carriage 
movable longitudinally of said sharp 
ening element; longitudinally extend 
ing guides for co-operation with said 





carriage: means on said carriage for 
supporting a razor blade and holding the same in engagement 
with said sharpening element; and inwardly extending fin 
gers on said carriage engaging under the longitudinal edges 
of said sharpening element for transversely curving said 
sharpening element adjacent the carriage, in the movement 
of the latter, to conform with the curvature of the periphers 
of the blade, said guides being inclined outwardly at their 
ends to adapt the same, upon said carriage approaching the 
ends of said sharpening element, to move the same outwardly 
from said element to allow for revolving of the blade, sub 
stantially as described. 
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PROGRAM FOR RETAILERS’ SHORT COURSE 
AT MINNESOTA UNIVERSITY. 


The program, as far as arrangements have been 
completed, for the Retailers’ Short Course to be held 
during the week of February fifth at the University 
of Minnesota, shows that many important matters 
will be up for discussion and that prominent and suc- 
cessful men in the various lines will lead the discus- 
sions. 

Among those who have been secured are the fol- 
lowing: 

Chairman E. N. Hurley of the Federal Trade Com- 
mission. 

Frank Stockdale, Secretary of the Educational 
Committee of the Associated Advertising Clubs of the 
World, special lecturer in charge of Merchants’ In- 
stitute work. 

IE. B. Moon, who has had such a remarkable suc- 
cess as a merchant in Lakeville, Indiana, a town of 
300, only ten miles from South Bend, a city of 70,000. 
Mr. Moon fears neither mail order competition nor 
that of the city department store and tells how he 
works it. 

Mr. Leslie Wildey, Graettinger, 
small town merchant who has won fame because of 
his aggressive policies in mail order competition. 

Martin E. Smeby, President of the Twin City 
School of Window Dressing. 


Iowa, another 


Richard T. Close, Advertising Manager of Marshall, | 


Wells Hardware Company, Duluth. 

J. M. Paul, President Minneapolis Credit Associa- 
tion. 

J. J. Hawkins, Manager, Chicago Office, United 
States Rubber Company. 

Joseph R. Raymer, of Raymer Hardware Company, 
St. Paul. 

Bert Gardner, of 
Minneapolis. 

H. O. Roberts, Secretary, Minnesota Retail Hard- 
ware Association, Minneapolis. 

Stanley B. Krebs, lecturer, Philadelphia. 

G. Pryor Irwin, Instructor in Retail Selling, Uni- 
versity of Wisconsin. 

Judge F. T. Wilson, Community Development, 
Stillwater. 

Dean A. 
versity of Minnesota. 

A. D. Wilson, Director of Agricultural Extension 
Division, University of Minnesota. 


Gardner Hardware Company, 


I’. Woods, College of Agriculture, Uni- 





COMING RETAIL HARDWARE CONVENTIONS. 


In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their places of meeting 
dates, and the names and addresses of the respective 


Secretaries : 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Abi- 
lene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Spokane, January 17, 18, 19, 1917. E. E. Lucas, Secretary, 
Spokane, Washington. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
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St. Louis, January 23, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 

West Virginia Retail Hardware Association, Wheeling, 
January 23, 24, 25, 1917. John H. Morgan, Secretary, Mor- 
gantown, West Virginia. 

Mountain States Hardware and Implement Association, 
Denver, Colorado, January 23, 24, 25, 1917. J. H. Jenkins, 
Secretary, Pueblo, Colorado. 

Texas Hardware and Implement Association, Dallas, 
Texas, January 24, 25, 26, 1917. B. H. Getz, Secretary, Fort 
Worth, Texas. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos, 
Indiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. A:thur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks, 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May &, 9, 10, 1917. W.L. Harlan, Secretary, Atlanta, Georgia. 








RETAIL HARDWARE DOINGS. 





Indiana. 

John Schafer, a veteran of the Civil War, age 75 years, 
died at his home in Boonville. With his brother George he 
was engaged in the hardware, stove and undertaking business. 

lowa. 

L. W. Graue, Hastings, has sold his hardware, harness 
and implement store to M. Hearst. 

John Huseman has purchased the hardware store of the 
Chapman Estate at Yorktown. 

Kentucky. 

The hardware store of Norris and Lockett, Louisville, 
was robbed of stock amounting to about $400. 

J. H. Farley, Louisville, proprietor of a hardware and 
paint store at 1015 South 28th Street, died of heart disease at 
the age of 55 years. 

Michigan. 

The Woodward Hardware Company, Detroit, has in- 

creased its capital from $10,000 to $15,000. 
Nebraska. 

M. M. McElhinney, Hardy, has bought a hardware store. 

J. L. Barten Company’s hardware stock at Plattsmouth 
has been sold to A. A. Whitten and J. M. Ward. 

North Dakota. 

The hardware store of Names and Vassau, Forest River, 
was destroyed by fire. ; 

Robert H. Bryan, Golden Valley, has bought an interest 
in the Russell hardware store. 

Perry Johnson, Walcott, has sold his hardware store to 
Burtness and Kjulstad. 

The McKee Hardware Company, Gregory, has been in- 
corporated with a capital stock of $9,000 by H. E. McKee, 
J. G. Bain and Clyde Cummings. 

Ohio. 

The Carl Hardware Company, Jeromeville, has. been in- 
corporated with a capital stock of $30,000 by B. A. Carl, C. 
W. Carl, Walter H. Carl, E. S. Shilley and C. H. Kiser. 

Wisconsin. , 
_J. L. Putnam, Columbus, will engage in the hardware 


business. 
Wyoming. 


Earle D. Holmes, Casper, will soon open a hardware 
store. 
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AUTOMOBILE 





SOLD BY HARDWARE DEALERS 


ACCESSORIES 








AMERICAN CHAIN COMPANY TO MAKE 
ADDITIONS TO PLANTS. 





Plans of the American Chain Company, Bridgeport, 
Connecticut, for operating and developing the Com- 
pany’s welded chain department (as successors to the 
business of the Standard Chain Company, the pur- 
chase and taking over of which was recently consum- 
mated), are practically completed. 

Increases and additions are under construction at 
various plants. The various factories will be directed 
by the same efficient management as previously. 

Messrs. Power and Dawson, with the most com- 
petent of their assistants, will continue their relations 
with the new owners. The main office will be located 
at Bridgeport, Connecticut, to which point all orders, 
inquiries and current mail should be addressed. Close 
observance of this suggestion will facilitate the han- 
dling of mail in dealing with matters pertaining to the 
welded chain department, and customers should so 
mark their correspondence. 

Through branch offices in Chicago, Boston, San 
Francisco, Pittsburgh, and other points that will be 
established as rapidly as possible, as well as by direct 
representatives, the company expects to solicit busi- 
ness in a thorough and competent manner, and by pro- 
gressive methods and policies confidently expects a 
continuance of the business and confidence with which 
its present predecessors have been favored. 

The executive office of the sales department will be 
located in the Terminal Office Building oi the Grand 
Central Station, Forty-second Street and Park Ave- 
nue, New York City. 





NEW ADJUSTABLE SPRING LUBRICATOR 
FOR ALL SIZES OF CARS. 





Heretofore, quite a bit of difficulty has been en- 
countered in supplying spring lubricators for auto- 
mobiles, owing to the great 

» oiland Variation of sizes of 
} hole springs in the different 
cars. This circumstance, 


Adjustable Bolt 
for all widths 


however, is claimed to be 
fully rgmedied by a new 
spring lubricator, shown 
herewith, which is adjust- 







Adjustable 
screw for all 
heights 


Oil Reservoir Automatic 
keeps spring felt feed 
constantly 


lubricated able to all widths and 


Lazco Spring Lubricator. heights, and will fit, all 
cars, from Fords to large trucks, thus making it un- 
necessary for the dealer to stock many different sizes. 
Two other improvements embodied in this device are, 
the recess in the casting, said to hold the clamp nut 
firmly in place, thereby preventing the bolts from 
working loose and the Lubricator from becoming 
lost: and the air chamber at the top, by means of 


which a vacuum is formed with the capillary attrac- 
tion of the spring, thus, it is stated, drawing the oil 
between the springs. The Lazco Spring Lubricators 
retail at 50 cents, and dealers can obtain full par- 
ticulars about them by addressing the Lazarus Manu- 
facturing Company, 750-800 Prospect Avenue, Cleve- 
land, Ohio. 


NEW AUTOMOBILE SEARCHLIGHT. 





As there are in many localities restrictions against 
the use of glaring headlights on automobiles even if 
they are very use- 
ful under certain 
conditions, it is 
of interest to 
know that the 
Howe Manufac- 
turing Company, 
Chicago, has 
placed on the mar- 
ket a special 
=~ searchlight which 
Howe Automobile Searchlight. is to be attached 





to the windshield of automobiles, as shown in the ac- 
companying illustration. This new lamp is very light 
in weight although it is of double shell construction. 
The lamp, bracket and clamp for the support- 
ing arm are made entirely of steel stampings. No 
castings whatever are used. Coil springs are used in 
the joint of the bracket to give an even tension that 
holds the lamp firmly in place, yet which allows it to 
be turned easily in any direction. The coil springs 
work upon cone bearings. A lamp of the same de- 
sign with a 4-inch rear view mirror and a new single 
shell lamp, the Howe “Junior,” are other new pro- 
ductions of the Company. The Howe “Junior” has 
the same bracket, the same clamp and is of the same 
high grade construction as the standard Howe, but is 
made with a single shell and with a removable con- 
nector switch in the knob. [urther information may 
be obtained from the Howe Manufacturing Company, 
13 East 24th Street, Chicago. 








BOOST FOR GOOD ROADS. 





No matter whether you are selling automobiles or 
accessories, you cannot consistently be anything but 
an ardent booster of the good roads movement. You 
should “do your bit” in every activity which makes 
for more parks, better boulevards and all things what- 
soever which make motoring more popular. All the 
better if you can do these things solely from a lofty 
sense of civic duty. But there will be no harm what- 
ever in remembering that the more popular you make 
motoring, the more profitable you make the business 
in which you are engaged.—“Auto-Suggestions.” 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








If you make up your mind to discontinue business 
for some reason or other, you may just as well buckle 
down and make a good job of it. The Crabbe Hard- 
ware Company, 243 South State Street, Salt Lake 
City, Utah, who are going out of business, evidently 
do not believe in doing things by halves and they real- 
ize that a closing-out sale, properly featured and ad- 
vertised, is one of the greatest attractions for all the 
prospects in the community. The eight inch, triple 
column space which they used in the December 8th 


Crabbe Hardware Co. 
243 South State St. 


Closing Out Sale 


Commencing Tomorrow, Dec. 9 
Everything Must Be Soid; Nothing Reserved 
Store for Rent Fixtures for Sale 


PRICES ‘WAY DOWN 


1uc Toilet Paper, 4 rolls for. 75c Hack Saw, complete......... 

[a PENNE ss Ginbasea svnniseen 2 85c Maydole Hammer ........... ae 
a i rr S¢ | $1.00 Ratchet Brace ....... «+... 63¢ 
Ee re 14¢ | 51.50 Rose Brick Trowel....... $1.12 
SN 6S. sunk easescs ase se 27¢ | $1.75 Automatic Screw Driver. .$2.17 
50c Kalsomine, all tints.......... 33¢ | $2.00 Plaster Trowel ......... $1.58 
FEC PCR MOPS inci csc scnen 49¢ | $2.50 Diston No. 12 26-in. Saw. .$2.98 
These are only a few of the many bargains that we are offering. Tools and cut- 
lery make very suitable \imas Gitts, lake advantage of our Sale for your Chrfst- 

mas purchases. 


Crabbe Hdw. Co., 243 So. State 


issue of the Salt Lake Telegram, as shown herewith, 
for the purpose of announcing their closing-out sale, 
has enough bold face type to attract instant attention 
and retains the interest of the reader by means of its 




















terse, emphatic tone and the quotation of specific 
prices. The point is opportunely cited that tools and 
cutlery make very suitable Christmas gifts—in fact, 
it is of such importance that the idea might well have 
been given more prominence. There does not appear 

be much reason for placing the firm name and 
address at the bottom as well as at the top, and the 
space they occupy might have been used to better ad- 
vantage in telling more about the sale or in enumerat- 
ing other items and their prices. 


Read the advertisement of ranges and_ heating 
stoves shown herewith—casually, as the average 
newspaper reader generally does—and then decide 
how it would appeal to you as a layman. That is the 
best way of judging the effectiveness of your own 
advertisements: Try to look at them impartially as if 
they have just struck your eye for the first time, and 


thus you may get the reader’s point of view regarding 
your advertising efforts. Considering the six inch, 
double column advertisement of Ellerington and 
Myers, Oroville, California, in this light, you will 
more than likely conclude that it leaves something to 
be desired. You will more than likely wonder why 
the redundant information is given that Ellerington 
and Myers sell these appliances when it is obviously 
their advertisement. No doubt you will agree with us 


GET HER A 
“WEDGEWOOD” RANGE, 


or HEATING. STOVE, 


FOR SALE BY 
Ellerington & 1 
Myers 


WE HAVE EVERYTHING Jn 
THE STOVE OR PLUMBING 
LINE YOU CAN CALL FOR, 


Now is the time of year to 
get your plumbing in shape and 
now is the time of year to pur. 
chase that new cook stove your 


wife needs so badly. 


ELLERINGTON .&- MYERS. 


712 MONTGOMERY STREET 





in saying that specific price quotations would have 
added materially to the effectiveness of the advertise- 
ment, as also would a paragraph calling attention to 
the merits of the articles in question. It is quite prob- 
able that it was in some measure productive, due to 
the emphasis of the time for buying stoves, and the 
use of a good amount of space, but we suggest that in 
subsequent adveftisements, specific price quotations 
be given wherever possible, and that an article men- 
tioned in the heading should be strongly brought to 
the reader’s attention in the text following. The ad- 
vértisement shown was run in the December 7th issue 
of the Oroville Mercury. 


Every young man and every young woman in ordi- 
nary circumstances needs to know how to make a liv- 
ing. No amount of higher learning will take the place 
of some skill of hand or brain—or both—that can be 
turned to account in earning money. 
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_ HEATING AND VENTILATING 











ILLINOIS HEATING ENGINEERS WILL MEET 
JANUARY 8. 


The regular monthly meeting of the Illinois Chapter 
of the American Society of Heating and Ventilating 
Engineers will be held Monday evening, January 8th, at 
the Chicago Engineers’ Club, 314 South Dearborn 
street. Dinner will be served at 6:30 p. m. The 
speaker of the evening will be J. W. Henderson, chief 
of the Bureau of Smoke Regulation of Pittsburgh, 
whose subject, “Smoke Abatement in Pittsburgh,” will 
be illustrated profusely with lantern slides. Mr. Hen- 
derson is responsible for the remarkable improvement 
of conditions in the once “Smoky City,” and he will 
tell how the change was accomplished. 
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SPECIAL MEETING OF WARM AIR HEATER 
AND ACCESSORY MANUFACTURERS 
JANUARY 24. 





The following call for a special meeting of the 
National Warm Air Heating and Ventilating Asso- 
ciation has been issued by President John D. Green: 
To THE MEMBERS AND ALL MAKERS OF WARM AIR 

HEATERS AND ACCESSORIES. 

A Special and unusually important meeting of our 
Association will be held in the Hollenden Hotel, Cleve- 
land, Ohio, Wednesday, January 24, 1917, at 10 A. M. 
sharp, Eastern Time. 

It is the courteous and earnest request of the Ex- 
ecutive Committee that every member be present 
without fail, and that all manufacturers of Warm Air 
Heaters or any Accessory accept this as a special in- 
vitation to attend and take part in the proceedings. 

Many matters of vital interest are to be considered 
and acted upon, including the special reports of our 
Building Code, Executive and Advertising Commit- 
tees. 

This will undoubtedly be the largest and most profit- 
able meeting we have ever held, and in the best inter- 
est of your own business as well as the industry as a 
whole, your favorable reply on the enclosed card is 
respectfully and urgently requested. 

The Association will entertain all present at lunch- 
eon. 

Reservations for personal quarters should be made 
in advance. 

Joun D. Green, President. 

A. W. WitttaMs, Secretary. 
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HARVEY J. MANNY JOINS SALES FORCE OF 
ROBINSON FURNACE COMPANY. 





Harvey J. Manny, for many years salesman in the 
central western territory of the Boynton Furnace 





Company, has resigned and associated himself with 
the Robinson Furnace Company, Chicago. 
friends in the trade will wish him well in his new 


His many 


connection, and no doubt “Harvey” will continue to 
do well, for he knows the business and is a hard 
worker. 
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LIKES AMERICAN ARTISAN ARTICLES ON 
HEATING AND VENTILATION. 


To AMERICAN ARTISAN: 

We like to read your splendid articles about what 
is being done in the warm air heating and ventilation 
field, but we are sure that the manufacturers made a 
big mistake when they put the socalled “pipeless” heat- 
ers on the market, for it has killed the real warm air 
heater business in this section, as any one can buy 
one of them from the Catalog Houses and put them up 
himself. 

Yours truly, 
FircH MANUFACTURING COMPANY. 

Wayland, Michigan, January 2, 1917. 

cnictaplecscimntstiliglithctetiniiaamest 


SCHOOL ROOM HEATER’ SPECIFIED BY 
UNITED STATES GOVERNMENT 
FOR INDIAN SCHOOLS. 


In emphasizing the excellent construction and oper- 
ation of the Illinois School Room Heaters, the manu- 
facturer cites the fact that these appliances are being 
used by the United States Government in the Indian 
Schools and are also specified by school trustees 
The chief merit attributed 
This is made 


throughout the country. 
to this heater is that it is gas tight: 
possible by using a wrought steel body welded into one 
piece by the acetylene process and consequently hav- 
ing no joints to leak gas or smoke. Further protection 
is afforded by placing the heavy cast iron firepot and 
the round grate inside the steel body. A humidifier 
that will supply the proper amount of moisture to the 
heated air is also said to be embodied in the Illinois 
School healthful 


ventilation, a foul air duct is furnished, which, ac- 


Room Heater, and to maintain a 
cording to the manufacturers, is not connected to the 
chimney and consequently cannot affect its draft. The 
heater has no exposed castings and its casing consists 
of an outer jacket of rust-resisting, polished steel, 
lined with heavy asbestos and corrugated bright tin. 
Further particulars and price list can be obtained 
from Charles Smith, 70 West Lake Street, Chicago. 
snd cisacnbiieniies 





The Geneva Furnace Company, Geneva, New York, 
has filed articles of incorporation with a capital stock 
of $200,000 to manufacture warm air heaters, stoves, 
ranges, hardware, etc. [. H. Palmer, L. G. Hoskins 
and M. E. Sheridan are the incorporators. 
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WARM AIR HEATER INSTALLATION FOR 
SECOND FLOOR APARTMENT. 


Installers of warm air heating apparatus are kind 
and helpful to one another, judging from the manner 
in which they come to the assistance when any of them 
have problems to solve. 

Three replies have been received so far to the 
request published on page 32 of the December ninth 
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taking air from the outside and having no outlets in 
the rooms, the heating plant is air bound. 

I would like to say to this party and all who install 
with outside air connections: For illustration, fill a 
bushel basket full of bran and set it on one side of 
him, then have a peck measure on the other side; take 
a cup and begin filling the peck measure and see if he 
can get all the bushel of bran into the peck measure. 
He can’t do it, but he is trying to do the same thing 
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Plan for Installation of Warm Air Heater Registers on Second Floor. 


issue of AMERICAN ARTISAN for suggestions as to how 
a warm air heater installation may be altered to make 


it perform its work satisfactorily. 


Herewith is published a letter from W. F. Lauden- 
schlager, Columbus, Ohio, who will be remembered for 
his many helpful articles on warm air heating that 
we have had the pleasure to publish: 

To AMERICAN ARTISAN: 

In the December 9th issue of AMERICAN ARTISAN 
on page 32 I saw an article and sketch of a warm air 
heating plan which the owner says he is not able to 


with the warm air heating plant, trying to force air 
into a room that is already full of air. 

This party also says he has a slide in heater casing 
to take in air. In regard to slides in casings or cold 
air boots: In my opinion it is one of the worst things 
he can do, for the air in a cellar is impure. It is full 
of dust and smoke which comes from emptying ashes 
and when feed door is open to put in fuel. Also it 
has no circulation unless the cellar door is left open 
and then it would not connect with upstairs rooms. 
There should not be any openings in cold air ducts or 





Basement Plan .of Warm Alr Heater Installation for Second Floor Apartment. 


heat with successfully, and a request for a solution of 
the trouble. 

In looking over the plan I am not surprised that he 
cannot get any good results from the apparatus, as 
everything seems to have been put in to a disadvan- 
tage for good heating. 

For instance, taking air from the outside with a 
cold air duct 20x48 inches: This would be enough air 
supply if he would get it from the right place, but 


the casing and all cold air pipes should be perfectly 
tight, so as to make the heating plant clean and sani- 
tary. 

In regard to the warm air pipes in his plan, he shows 
that he has two registers in each warm air stack. For 
living apartments like that you carn not heat two rooms 
with one stack 34x12 inches. Therefore, he should 
have a separate stack to each room. If I were installing 
the plant in such a building I would see the owner 
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of building and have him put in 2x6 inch studding 
instead of 2x4 so I could use 5'%x1I2 inch stacks, 
which would make a larger space for air to pass up 
to second floor and more air could pass through more 
quickly and heat the rooms on a lower temperature of 
warm air. 

I have drawn two plans, one of the second floor and 
the other of the basement which shows how I would 
connect my warm air runs for such a building, also 
the running of the cold air ducts, the latter being 
shown by dotted lines. 

There are only two warm air leaders from the 
heater. In looking at the leader running to front of 
building you will see that there are four runs off from 
this pipe. You can also see that the longest pipe 
has the straightest run while the nearer ones are led 
off so as to break the direct flow of air. This is done 
to equalize the air circulation. 

In the pipe to rear of building you will notice the 
same thing, that the longest run is straightest and has 
the best advantage of receiving the air. 

About the cold air ducts: I have placed a cold air 
register in the downstairs hall as I suppose the hall 
and stairway are open to the lower hall, and this will 
take the air from upstairs. Then I have placed a cold 
air register in the clothes closet between bed room, 
dining room and hall; supposing that the lower flat 
is laid out the same as the upper flat. This can be 
done by leading a cold air duct to this closet on lower 
floor and connected to cold air duct in basement, cold 
air registers to be put in walls opening into closet from 
dining room, bed room and rear part of hall. In 
dining room and bed room they can be side wall cold 
air registers and connected with the ducts, and in the 
hall they can be put into the floor and connected be- 
tween the joists into the same duct. This is one of the 
ways the cold air can be returned. 

Another way would be to place independent cold air 
registers in each room in the flat, except the bath 
room and kitchen, run them down through the first 
floor studding, connect them together in the basement 
and bring them to the heater. [Either way will make a 
good circulating plan. 

_ In regard to fresh air the purest air will come in 
through the doors and windows when open as desired. 
Yours truly, 

W. F. LAUDENSCHLAGER. 

Columbus, Ohio, December 18, 1916. 





WOODEN COLD AIR FACES FORM DESIRABLE 
FEATURE IN THE HOME. 


The steadily-increasing demand for Padgett’s Hard 
Wood Cold Air Faces, Ventilators and Radiator 
Cabinets is said to be the best possible proof of their 
popularity. These are manufactured in a great variety 
of handsome designs for use in various parts of the 
home, such as the floor, sidewalls, baseboards, seat 
fronts, stair rakes or stair risers, and the illustration 
herewith shows two of the floor faces in position. At- 
tention is called to the fact that these floor faces are 
level with the floor and there are no flanges to 
stumble over. The different styles are made in any 
wood to match the interior finish of the home, and 
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are supplied in square, hexagonal, octagonal, round, 
elliptical or any shape for which a diagram is fur- 
nished. All are said to be of sufficient weight to in- 
sure strength and durability without clumsiness, prov- 
ing a desirable feature because of the added beauty 
they impart to the rooms. A complete list of sizes 





Padgett’s Wooden Cold Air Floor Faces in Position. 


and numerous suggestions as to installation are 
offered, and the manufacturers stand prepared to 
make any special or odd sizes to occupy any position 
and of any wood. Catalog and price list can be se- 
cured from the Wooden Ventilator Company, Fast 


Palestine, Ohio. 


GET STARTED ON YOUR 1917 REGISTER 
REQUIREMENTS. 


With the New Year already here, it behooves 
the far-sighted dealer in warm air heaters and supplies 
to consider the lines 
that he should select 
for the 
: year’s business. If 
he is cognizant of 
the fact that the 
® manufacturers’ long 
1 experience added to 


coming 


his own is a great 
'asset in acquiring 
holding 
tomers, then it is 


said he will be not 


and cus- 


walled i 
het 
tat een 


merely — interested 
but surprised at the 


This 


Symonds Semi-Steel Baseboard 
Register. 


possibilities in Symonds Warm Air Registers. 
line, the manufacturers state, offers a choice of de- 
signs that interchange, and a size for every need, 
with all the latest improvements—in other words, the 
registers are of the type that will invigorate his 1917 
business and the business for the years to come. 
The new catalog of Symonds Warm Air Registers is 
a bureau of information that the dealer will find quite 
helpful in making his selections. One of their modern 
types is the Semi-Steel Extension Register, shown 
herewith, made in 1, 3 and 5-inch extensions. Copies 
of the catalog will be sent upon request, by the 
Symonds Register Company, 3117-3123 Minnesota 


Avenue, St. Louis, Missouri. 
-oo-- 


The Demarest Heating Corporation, Buffalo, New 
York, has been incorporated with a capital stock of 
$10,000 by Louis J. Bennett, H. W. Young and Leslie 
J. Bennett, to manufacture warm air heaters, stoves 


and ranges. 
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QUICK SERVICE ON TIME-TRIED WARM 
AIR HEATERS. 


Ilaving always adhered to cast iron construction the 
manufacturers of the Hero Warm Air Heaters state 
that they are equipped 
to supply a greatly 
varied ijine of such 
apparatus to meet the 
different require- 
ments, and that by 
constantly endeavor- 
ing to improve their 
standard of  excel- 
lence, they have pro- 
duced a_ properly- 
proportioned and con- 
structed line, each of 
which is claimed to 





give lasting satisfac- 
tion. Hero Warm 
Air Heaters, one of 


Hero Warm Air Heater. 


which is shown herewith, are said to have stood the 
test successfully for 25 years, their excellent service 
having been made possible by such noteworthy fea- 
tures as the radiator providing unusually long fire 
travel and radiating its heat quickly; the corrugated 
fire dome made high enough to provide ample room 
for free combustion and still catch the direct heat 
from the fire, and the independent grate bars which 
have neither cog wheels or bolts and can be removed 
without disturbing the fire. Other such advantages 
combine with these to form warm air heaters of great 
efficiency and durability. According to the manufac 
turers, service from their factory at DeKalb, Illinois, 
is prompt and sure so that dealers may be assured of 
quick deliveries. Full details can be obtained by ad- 
dressing Charles Smith Company, 57 West Lake 
Street, Chicago. 
pT See ae 


ONE=PIECE RADIATOR IN WARM AIR HEATER 


The Scheible All Cast Warm \Air Heaters have, it 
is said, the features essential to an efficient warm 
can air heater which the manu- 





facturers’ many years of 
experience have proven to 
be of value. Every one of 
these features, it is stated, 
is time-tried and fire-test- 
ed—not experiments. 
Hence Scheible Warm Air 
Ileaters are claimed to be 
durable, economical and 
easy to care for, with joints 
' that are few and made so 
~ . i as not to leak and radiat- 
a ps alata Air ing surfaces proportioned 

so that a large volume of 
air can be warmed quickly and at a low cost. A typical 
point is the radiator which is a solid casting and is con- 
structed so that the products of combustion pass from 
the center of the radiator to the outside flue where 
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they divide, one half passing around one side of the 
radiator and the second half around the other. Par- 
ticular attention has been given to the size of the flue 
spaces and they are said to be of large size and prop- 
erly proportioned, giving a clear draft at all times. 
Circulars containing further particulars can be ob- 
tained from the Scheible-Moncrief Heater Company, 
1444 West Ninth Street, Cleveland, Ohio. 





EXTENSIVE LINE OF WARM AIR HEATERS 
INCLUDES TYPES FOR ALL KINDS 
OF FUEL. 


Ilow to heat a home, store or other building with 
real efficiency has often been a perplexing problem, 
and heating ex- 
perts, it is 
claimed, favor a 
properly — con- 
structed warm 
air heating sys- 
ee. tem because it 
furnishes a con- 
stant supply of 
pure fresh air, 
thus making it 
unnecessary for 
the occupants to 
breathe the 
same air over 
and over again. 
In the extensive 
line of Ajax 
and Empire 
Warm Aijir 
Heaters, which embraces types for all localities and 
is adaptable to the different kinds of fuel, this proper 
construction is said to be realized by making each 





Empire Warm Air Heater. 


piece of the correct size and capacity so that no dif- 
ficulty is experienced in assembling the sections to 
form gas tight warm air heaters. The Empire Warm 
Air Heater, illustrated herewith, is made with a cast 
iron or steel radiator for hard or soft coal, both of 
which can be turned in either direction so as to permit 
the smoke pipe connections to be made from the most 
advantageous points. This type is also equipped with 
triangular bar grates, which, it is declared, can be 
easily removed as no bolts are used. Catalog describ- 
ing the Ajax and Empire Warm Air Heaters will be 
sent upon request, by the Co-operative Foundry Com- 
pany, Rochester, New York, or by the Western 
Branch at 505 South Clinton Street, Chicago. 


IT PAYS TO ADVERTISE. 


Advertising standardizes merchandise. It increases 
production and pays for itself out of reduced operating 
costs. It guarantees a certain take-up for output. 
Money is safest placed in wares of reputation. There- 
fore, the last line of business to suffer from depression 
is the advertised line. The cost of publicity is far less 
than the leakage and losses of hit-and-miss business 
—the consumer does not pay for advertising —Copy- 
right, 1916, by Herbert Kaufman. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERN FOR CHIMNEY EXTENSION TOP. 
BY O. W. KOTHE. 

Tinsmiths who make a great many smoke stacks 

have many occasions for using the double Tee top for 


extensions which are placed where the wind backs up 


and blows down the pipe. This drawing shows one of 
. s 
the tops used with good success and the angles are 


placed parallel to the obstruction with the chimney. 
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C.” To make it easier the half section in this pipe is 
also drawn and divided into the same number of equal 
that for “A,” 
tended cutting the miter line between “B” and “C” 


spaces as from which lines are ex- 

and also the top and bottom bases for this branch. 
Having all these points established the next step is 

to lay out the Tee for “A.” 


the stretchout in the half section and stepping it off 


This is done by picking 


on a line 1-7; erecting stretchout lines from these 
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Development of Patterns for 


To begin, first draw two lines at right angles to each 
other which act as center lines for the straight Tee 
sa « Vie 


line can be drawn from 4” at a 


and the horizontal pipe “I3.” Then the center 
desired angle for the 
center line of pipe “C.” Irom these center lines the 
elevation is drawn. The Tee “A” 


short, while the one for “B” is made to suit your 


can be made quite 


width of iron so it will measure from tip to tip ac- 
cording to width of your sheet 20 or 30 inches, and 


the side branches “C’’ can be made to a nice length 
to look well with the diameter of pipe and not to 
project too far on each end above the horizontal pipe. 
The next step is to strike the half circle for “A” 
divide it into equal spaces and from these points run 
lines into miter line 1’-4 
squared over to cut the miter line 1 


and 


’ and from here they can be 


a? ” 


-4” in branch 










PATTERN FOR C 
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Chimney Extension Top. 


points and then squaring over points from miter line, 
, 


thus cutting lines in pattern as in points 1’-2’-3’, etc., 
a line traced through these points gives you the half 
pattern. If the full pattern is desired the spaces can 
be continued or this pattern reversed, thus making the 
full pattern. It is always well to measure the stretch 
out because sometimes picking the spaces from your 
section will make a person fall short and it is always 
best to figure the circumference and remeasure this 
stretchout. 

The pattern for “13” is laid out in a similar manner 
only at right angles to this pipe, and after lines are 
drawn then points are erected from miter line between 
“r wT,” 


shown in pattern “B.” 


thus giving you that cut on the end as 
If the opening is desired, this 


can be readily developed by erecting points from the 
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miter line in “A” cutting stretchout lines in “B” as 
shown. This gives you the half pattern and by re- 
versing it the full pattern is obtained. 

For the side branches place your stretchout at right 
angles to these branches and draw your stretchout 
lines, then square over your points from the top and 
base miter lines of pipe, thus cutting your stretchout 
in point 1’-2’-3’-4’, etc., and also 1”-2”-3”, etc. The 
opening is laid out in the same way for projecting 
points over in miter line from this branch. This gives 
you all the patterns, only edges for seaming must be 
allowed extra on all edges for patterns. 
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WHAT HAS BEEN DONE WITH REGARD TO 
ADVERTISING CAMPAIGN FOR SHEET 
METAL AND TIN PLATE? 








The following letter has been received from a prom- 
inent sheet metal contractor who believes in talking 
“sheet metal” whenever there is an opportunity, and 
who calls attention to the apparent indifference among 
manufacturers of sheet and tin plate with regard to 
advising the consumer of the many advantages of 
these materials for building and other purposes: 

To AMERICAN ARTISAN: 

I was much interested in reading the letter which 
appeared on page 40 of your December 30th issue as 
well as your editorial comment on same published on 
page 19 of the same number. 

The points brought out in both these articles are well 
taken—the jobber of sheet metal and the man who is 
doing the actual sheet metal contracting work are both 
at fault, as a class, although I firmly believe that there 
are thousands of sleet metal contractors who are hon- 
estly in favor of using this metal in preference to 
others and who take advantage of every opportunity 
to boost it. 

sut the fact remains that the underlying cause of 
the comparative desuetude of sheet metal for building 
purposes is the neglect of the manufacturers of sheet 
metal to follow the most ordinary rules of business 
promotion: They have allowed makers of paper or 
tar or composition roofing, tile, slate, terra cotta, etc., 
to boost these materials without making the slightest 
move to counteract the influence which the very 
clever, but in many instances most misleading, adver- 
tisements have had upon the minds of architects and 
prospective home builders. 

When I read last fall in AMERICAN ARTISAN that 
the manufacturers of sheet and tin plate were at last 
going to do some advertising to the “consumer” I 
felt much elated. The splendid talk by H. V. Jamison, 
of the American Sheet and Tin Plate Company, as 
chairman of the Publicity Committee of the Metal 
Branch of the National Hardware Association at its 
meeting, October 19th, in Atlantic City, as well as 
other addresses and papers read at that time, seemed 
to promise an early start on this advertising cam- 
paign, but nearly three months have gone by, and 
nothing further has been done so far as I know. 

The fundamental work must be done by the manu- 
facturers, and it must be started without any further 
undue delay, as the handicaps placed upon the con- 
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tractor who wants to use sheet metal are getting too 
heavy—in self-protection he is almost forced to use 
other materials in order to make a reasonable profit 
on his investment, as very often he cannot get enough 
work if he sticks exclusively to sheet metal. 

I sincerely hope that this spring the promised adver- 
tising campaign will become an actual fact instead of 
being simply a matter for discussion. 

Yours truly, 
SHeet METAL CONTRACTOR. 


Chicago, January 3, 1917. 





THE JONES & LAUGHLIN STEEL COMPANY 
IN NEW CHICAGO LOCATION. 





The Jones & Laughlin Steel Company, whose Chi- 
cago offices and warerooms have for many years been 
located at. Canal and Lake Streets, will remove to the 
Central Manufacturing District, their new location be- 
ing at Thirty-seventh Street and Ashland Avenue, in 
a steel and concrete building with railroad tracks of 
the Chicago Junction Railroad entering in its center, 
thus providing excellent facilities for receipt and 
shipment of freight. 


oa 


YOUNGSTOWN SHEET AND TUBE COMPANY 
DISTRIBUTES FINE CALENDAR. 








The Youngstown Sheet & Tube Company, Youngs- 
town, Ohio, have issued a very attractive calendar for 
1917. This calendar contains twelve large two-color 
photographic views showing the processes used in 
their works in the manufacture of steel sheets, pipe 
and other products. This calendar will be mailed to 
any sheet metal contractor or dealer forwarding his 
address with 7 cents in postage stamps to cover cost 


of mailing. 
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DIRECTORS OF WISCONSIN SHEET METAL 
CONTRACTORS TO MEET JANUARY 12. 
The officers and directors of the Master Sheet Metal 

Contractors’ Association of Wisconsin will meet Fri- 

day, January 12th, 3:30 P. M., at 456 Broadway, Mil- 

waukee, to consider important matters in conneciion 

with the coming State Convention and other Associa- 
tion affairs. 





1916 COPPER OUTPUT BREAKS ALL RECORDS. 





According to the Bureau of Foreign and Domestic 
Commerce, the imports of all forms of unmanufac- 
tured copper for the first 10 months of 1916 amounted 
to 397,594,000 pounds. This compares with an im- 
port of 265,677,000 pounds for the first 10 months of 
1915. The imports for the 12 months of 1915 were 
315,698,449 pounds. 

The exports of pigs, ingots, bars, plates, sheets, 
rods, wire, etc., for the first Io months of 1916, as 
determined by the Bureau of Foreign and Domestic 
Commerce, amounted to 655,472,000 pounds, com- 
pared with an export for the first ro months of 1915 
of 529,286,000 pounds. The exports for the 12 
months of 1915 were 681,917,000 pounds. 
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RANGE BOILER MANUFACTURERS ADOPT 
RULES ON ORDERS TO MAKE THEM 
EQUAL TO CONTRACTS. 


The Range Boiler Exchange, composed of the lead- 
ing manufacturers of range boilers, have adopted the 
following sales policy which in effect is very similar 
to that of the uniform contract plan of the sheet and 
tin plate manufacturers: 

A—That all orders for Range Boilers and Expan- 
sion Tanks must in every instance be accompanied by 
full and complete’ specifications. 

3—That each manufacturer shall immediately upon 
receipt of any and all orders for Range Boilers and 
Expansion Tanks forward to the customer so order- 
ing, in duplicate, the attached order acceptance, upon 
which has been properly entered: 1—the customer’s 
order number ; 2—the date of the order; 3—the com- 
plete specifications. 

C—That this order acceptance and the duplicate 
thereof shall be signed by the manufacturer before 
sending same to his customer and that the order shall 
be considered an order and a contract by the manu fac- 
turer only upon receipt by him of the duplicate of the 
order acceptance properly signed by his customer. 

D—That the widest possible publicity be given to 
the views herein expressed and that all data, including 
an explanatory letter, be filed with the Federal Trade 
Commission, and copies furnished to the trade papers 
for publication. 





” 





SULLIVAN=GEIGER COMPANY WILL FILL ALL 
ORDERS PROMPTLY. 


The Sullivan-Geiger Company, manufacturers of 
many specialties for sheet metal contractors, such as 
stove pipe reducers, gutter pipe cut-offs, etc., state 
that their plant at 501 to 509 Madison Street, In- 
dianapolis, Indiana, on which they suffered a fire in 
September, is now in full operation and that they are 
in position to fill orders promptly from an entirely 


fresh stock. 


—————cc“— -7oeo -- 


ZINC INDUSTRY IN 1916 MAKES LARGE 
GAINS. 


The zinc-mining and zinc-smelting industries ex- 
perienced a year of prosperity in 1916. According to 
the best information available at this time the recover- 
able zinc content of ore mined ir the United States 
was about 708,000 tons, compared with 605,915 tons 
in 1915 and 406,959 tons in 1914. The largest district 
gain was made by the Joplin region, which had an 
increase of over 40,000 tons. Mortana made a notable 
gain and from the returns available seems to have 
taken second place, but it will require complete figures 
to decide. Good gains were also made by the upper 
Mississippi Valley region, Colorado, Tennessee, Idaho, 
Nevada, New Mexico, New York, Arkansas, and 
Washington. The Eastern States produced 148,000 
tons, or 21 percent, the Central States 274,000 tons, 
or 39 percent, and the Western States 286,000 tons, 
or 40 percent of the total output of zinc in ore. 
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SHEARS PATENTED. 


Charles E. Woolf, Wynnewood, Pennsylvania, has 
obtained United States patent rights, under numbers 
1,210,128 and 1,210,129, for two styles of shears de- 


scribed in the following: 


Number 1,210,128: The shears herein described, con- 
sisting of the handles having the finger loops, fulcrum en- 





largements and arms, the pair of cutting blades pivoted at 
or near their upper ends to said arms, and links having their 
outer ends pivoted to the inner ends of said blades and their 
inner ends movably mounted on the pivot or fulcrum of the 
shears, said handles having the fulcrum enlargements limited 
and guided in their movement by a pin and slot connection. 

Number 1,210,129: The shears herein described, con- 
sisting of the handles having finger loops, the pair of cutting 





blades having their inner ends pivoted to the inner ends of 
said handles, and a pair of crossed oppositely curved levers 
having their ends pivoted to the blades near their outer free 
ends and to the handles near their outer free ends, said 
crossed oppositely curved levers being pivoted at their point 


of intersection. 
———"--+- 0-2 


IRON RECORDS SMASHED. 





The January first estimates of shipments of iron 
ore from the mines during 1916 are 75,500,000 gross _ 
tons, compared to 55,493,100 tons for 1915, according 
to Itrnest F. Burchard of the United States 
logical Survey, Department of the Interior. Not only 
are these record-breaking figures, but the ore sold for 


Geo- 


$178,935,000, an increase of over $77,000,000 com- 
pared with 1915. Ore in stock at the mines approxi- 
mates 10,486,000 gross tons, compared with 13,748,000 
tons in 1915. 

Production of pig iron also made a record in 1916, 
with a total of over 39,000,000 gross tons, compared 


with 29,916,213 tons in 1915. 


= 
~~? 


NEEDS AMERICAN ARTISAN IN HIS WORK. 








To AMERICAN ARTISAN: 

Your paper is such a help to me that I cannot get 
along without it. Yours for a Happy and Prosperous 
New Year. 

J. M. SHaw. 

Williamsburg, Iowa, January 2, 1917. 

en hpllalitccisacericsceadh 

Observers of the markets from day to day, par- 
ticularly those who look at them through their bills 
for household supplies, will experience no surprise on 
learning that the prices of 107 staple commodities in 
this country were 6.2 percent higher November 1, 
1916, than October 1, 28 percent above the level 
October 1, 1915, and 40 percent above that of 1913 





ih) 


if 
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WANTS METHOD OF RETINNING OLD CANS 
FOR ICE CREAM, BY ELECTRICITY 
OR BY SOLUTION. 


To AMERICAN ARTISAN: 

I would like to know how to retin old cans. There 
is an ice cream factory here that wants its can re- 
tinned. We can do this by a hand process, but this 
is too slow and expensive. What I want is some way 
to do it by a solution, or by electricity. We have 
alternating current, 60 cycles, 110 volts, single phase. 

Respectfully Yours, 
EUGENE R. KEAN. 


Ravenna, Nebraska, January I, 1917. 





NOTES AND QUERIES. 


Tinware. 
From James M. Mitchell, Newburgh, Indiana. 

Please advise who makes tinware. 

Ans.—Atlantic Stamping Company, Rochester, New 
York ; Lalance and Grosjean Manufacturing Company, 
1igoo South Clark Street, Chicago; Chicago Tin Com- 
pany, 1913 South State Street, Chicago, and Peoria 
Can Company, Peoria, Illinois. 

Firepots. 
From John A. Pontius, 114 Castle Street, Geneva, New York. 


Please advise who make gasolene or kerosene fire- 
pots. 

Ans.—Ashton Manufacturing Company, 17 Nevada 
Street, Newark, New Jersey; Otto Bernz, 21 Ashland 
Avenue, Newark, New Jersey; Burgess Soldering 
Furnace Company, Department A, Columbus, Ohio; 
Clayton and Lambert Manufacturing Company, De- 
troit, Michigan; George W. Diener Manufacturing 
Company, 401 Monticello Avenue, Chicago; Double 
Blast Manufacturing Company, North Chicago, IIli- 
nois; Ringen Stove Company, Division American 
Stove Company, 825 Chouteau Avenue, St. Louis, 
Missouri, and Henry W. Peabody and Company, 17 
State Street, New York City. 

Aluminum Ware. 
From James M. Mitchell, Newburgh, Indiana. 

Kindly tell me who makes aluminum ware. 

Ans.—Atlantic Stamping Company, Rochester, 
New York; Cleveland Meial Products Company, 
Cleveland, Ohio; Massillon Aluminum Company, 
Massillon, Ohio; Monarch Aluminum Ware Com- 
pany, Cleveland, Ohio, and Sturges and Burn Manu- 
facturing Company, 508 South Green Street, Chicago, 
Illinois. 


Correspondence Course in Warm Air Heating. 
From Harry Hopper, 504 Courtney Street, Ottawa, Illinois. 


Can you inform me where I can obtain a course in 
warm air heating by correspondence? 

Ans.—American School of Correspondence, 58th 
Street and Drexel Boulevard, Chicago, and Interna- 
tional Correspondence Schools, 110 South Dearborn 
Street, Chicago, and Scranton, Pennsylvania. 

Galvanized Ware. 

From James M. Mitchell, Newburgh, Indiana. 

Will you please tell me who makes galvanized 
ware? 

Ans.—Lalance and Grosjean Manufacturing Com- 
pany, 1900 South Clark Street, Chicago; Federal En- 
ameling and Stamping Company, McKees Rocks, 
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Pennsylvania; Lisk Manufacturing Company, Canan- 
daigua, New York, and Stratton and Terstegge Com- 
pany, Louisville, Kentucky. 

Upholsterers’ Supplies. 
From James M. Mitchell, Newburgh, Indiana. 

Who makes upholsterers’ supplies ? 

Ans.—Julius Berbecker and Sons Company, Ar- 
lington Heights, Illinois; Foster, Merriam and Com- 
pany, Meriden, Connecticut, and Turner and Sey- 
mour Manufacturing Company, Torrington, Con- 
necticut. 

Metal Road Signs. 
From Waldorf’s, Incorporated, Western, Nebraska. 


Please advise who manufactures metal road signs. 

Ans.—Cross Press and Sign Company, 1510 Day- 
ton Street; P. I*. Cordell and Company, 647 West 
Madison Street; Royal Enameling and Manufactur- 
ing Company, 326 West Madison Street, and Zero 
Marx Sign Works, 215 West Superior Street; all of 
Chicago. 

Enameled Ware. 

From James M. Mitchell, Newburgh, Indiana. 

Kindly tell me who makes enameled ware. 

Ans.—Atlantic Stamping Company, Rochester, 
New York; Canton Stamping and Enameling Com- 
pany, Canton, Ohio; Columbian Enameling and 
Stamping Company, Terre Haute, Indiana; [Federal 
Enameling and Stamping Company, McKees Rocks, 
Pennsylvania, and Lalance and Grosjean Manufactur- 
ing Company, 1900 South Clark Street, Chicago. 

Air Motor. - 
From R. G. Mann, Clear Lake, Iowa. 

Please tell me where | can get a rotary motor that 
is run by compressed air. 

Ans.—Chicago Pneumatic Tool Company, 343 
South Dearborn Street, Chicago ; Ingersoll-Rand Com- 
pany, 122 South Michigan Avenue, Chicago, and The 
Roto Company, Hartford, Connecticut. 

: Fence Wire. 
From James M. Mitchell, Newburgh, Indiana. 

Who makes fence wire? 

Ans.—American Steel and Wire Company, 208 
South LaSalle Street, Chicago; Keystone Steel and 
Wire Company, Peoria, Illinois, and Pittsburgh Steel 
Company, Pittsburgh, Pennsylvania. 

Screen Wire. 
From James M. Mitchell, Newburgh, Indiana. 

Can you tell me who makes screen wire? 

Ans.—American Steel and Wire Company, 208 
South LaSalle Street ; and Wright Wire Company, 31 
West Austin Avenue, both of Chicago. 

Address of Perfection Bottle Stopper Company. 
From Harris and Wellenkamp, 288 Fulton Street, Brook- 
lyn, New York. 

Kindly tell us if the Perfection Bottle Stopper Com- 
pany is still in business. 

Ans.—They are located at 327 South La Salle 
Street, Chicago. 


ITEMS. 





C. E. Ashworth has purchased the sheet metal shop 
of P. E. Jensen at 3511 West 44th Street, Minne- 
apolis, Minnesota. 

The American Tin Plate Company, Boston, Massa- 
chusetts, has been incorporated with a capital of $too,- 
ooo by Eugene H. Taylor, Charles Leighton and Frank 
E. Johnson. 
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NEW PATENTS. 
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1,208,974. I ireplace. Robert P. Jensen and Anton Jessen, 
Seattle, Wash. Filed Mar. 8, 1915. 

1,209,008. Stovepipe. Joseph Messina, Benld, III. 
June 30, 1916. 

1,209,022. Artificial Bait. 
Mich. Filed Apr. 20, 1916. 

1,209,026. Pot Lifter, Lid and Drainer. 
Pritchard, Cambria, Wis. Filed Feb. 25, 1916. 


Filed 
Willis E. Phinney, Coldwater, 


Edward W. 


1,209,053. Door-Lock. John C. Sinn, McKeesport, Pa. 
Filed Mar. 28, 1916. 

1,209,069. Lock. Odin Sundly, Deer Park, Wis. I[iled 
Oct. 5, 1914. 

1,209,072. Combined Garden-Weeder and _ Pulverizer. 


Otto H. Temte, Volga, S. D. Filed Feb. 15, 1916. 
1,209,094. Convertible Washing-Machine and Canner. 
John Scott Williams, Cooper, Tex. Filed Sept. 1, 1916. 
1,209,149. Tea or Coffee Strainer. James Guinney, 
Larchmont, N. Y. Filed May 25, 1916. 


1,209,169. Weapon. George Komadina, Dawson, N. Mex. 
Filed Aug. 24, 1916. 
1,209,215. Gas-Stove. Harry A. Shunk, Brooklyn, N. Y., 


assignor to General Gas Appliance Company, New York, N. 
Y. Filed Jan. 2, 1914. 


1,209,227. Sad-Iron. Monroe Sunshine, New York, N. Y. 
Filed Feb. 15, 1913. 
1,209,274. Sash-Lock. Marsena G. Finch, Franklinville, 


N. Y. Filed May 1, 1916. 

1,209,338. Ventilating-Hood for Stoves. 
Akron, Mich. Filed May 17, 1916. 

1,209,348. Oven for Gas and Vapor Stoves. Charles H. 
Steadman, Marietta, Ohio. Filed Apr. 4, 1916. 

1,209,366. Window-Ventilator. Willis H. West, Trinidad, 
Colo. Filed Dec. 20, 1915. 

1,209,383. Lock. John Belley, Passiac, N. J., assignor of 
one-half to Paul Miller, Newark, N. J. Filed Aug. 15, 1916. 

1,209,432. Thermostatic Regulator for Heating Ap- 
paratus. Frank F. Hall, Little Falls, N. Y. Filed Feb. 28, 1913. 

1,209,448. Wire-Stretcher. William FE. Johnson, Dale, 
Tex. Filed Apr. 8, 1916. 

1,209,451. Vise and Saw-Clamp. William Thomas King, 
Rosanky, Tex. Filed Aug. 27, 1915, Serial No. 47,696. Re- 
newed July 6, 1916. 


Alvin Ruppert, 
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1.209,481 
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1,209,481. Window-Lock. Oscar A. Norring, New York, 
N. Y. Filed Sept. 11, 1915. 
1,209,500. Razor Honing 
liam M. Rohn, Detroit, Mich. Filed Mar. 22, 1916. 
1,209,522. Hot-Blast Furnace. Raymond H. 
bosch, Hollywood, Cal. Filed Dec. 14, 1915. 
_ 1,209,529. Door-Plate. Samuel FE. Wilson, New York, N. 
Y., assignor of one-fourth to William R. Van Slingerlandt 
and one-fourth to George S. Van Slingerlandt, New York, 
N. Y. Filed Apr. 28, 1916. 
1,209,550. Mail-Box. 
Ohio. Filed Nov. 20, 1915. 


Wil- 


and Stropping Device. 


Vonden- 


Samuel W. Buckwalter, Dayton, 


1,209,551. Frying-Pan. John D. Burns, Victor, Colo. 
Filed Jan, 24, 1916. 
1,209,556. Wire-Stretcher. Joseph A. Cecil, Dott, W. 


Va. Filed Sept. 30, 1916. 

1,209,583. Hammer-Head. 
Cal. Filed Jan. 27, 1915. 

1,209,610. Camp-Stove. Adolph Muehleisen, San Diego, 
Cal. Filed Apr. 24, 1915. 

1,209,616. Washing-Machine Gearing. John A. Parmen- 
tier, St. Louis, Mo. Filed May 3, 1916. 

1,209,673. Lock for Hose-Couplings. 
Matawan, N. J., and Egbert H. Gold, Chicago, III. 
15, 1914. 

1,209,686. TFlue-Draft-Controlling Damper. 
Drew, Waterloo, Wis. Filed Apr. 21, 1916. 


Monville Holmdahl, Oakland, 


Frank F. Coggin, 


Filed May 


Herbert H. 


1,209,725. Kitchen-Knife. William Kriz, St. Louis, Mo. 
Filed June 25, 1915. 
1,209,734. Sad-Iron Heater. Carrie L. Long, Gibbon, 


Nebr. Filed Sept. 2, 1915. 

1,209,799. Mop-Wringer. Joseph FE. Aue, New York, N. 
Y. Filed Sept. 11, 1915. 

1,209,872. Firearm. Charles A. Nelson, Utica, N. Y., 
assigner to Savage Arms Company, Utica, N. Y., a Corpora- 
tion of New York. Filed Apr. 20, 1915. 

1,209,894. Padlock. Louis Snyder, Hartford, Conn 
Oct. 25, 1916. 

1,209,896. 


liled 


Fire-Pot. William N. Sopher, Beatrice, Nebr. 


Filed Mar. 7, 1916. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL MAKERS SEE LITTLE CHANGE IN 
DEMAND AND DELIVERIES ARE STILL 
IN FAR FUTURE. | 


The record breaking output of the steel mills during 
1916 may not be equalled during 1917, but none of 
those who are supposed to know are willing to say 
that there will be much diminution if any at all, and if 





there is to be any, they say, it will be because of in- 
ability to obtain raw materials in sufficient quanti- 
ties. 

This particular feature of the situation has indeed 
been the principal subject for discussion during the 
past few weeks. ‘Transportation facilities have been 
taxed beyond their limit of service, and thousands of 
loaded railroad cars are waiting on sidings and 
branch lines for a chance to be moved toward their 
point of destination. 

Prices on many steel products have stiffened and 
the same applies to most of the non-ferrous metals, 
the chief exception being copper. 


STEEL. 


Although the year 1916 witnessed an unprecedented 
production in the steel industry, it is estimated by 
leading steel men that less than 25 percent of this 
amount was exported. This estimate is made in the 
face of the fact that domestic consumption of steel 
in 1916 showed little, if any, increase in normal fields 
and is therefore made the basis of a statement that 
“peace” will have but little effect on the steel business. 
On the other hand, the marked falling-off in domestic 
demand during the two years of the war indicates that 
the cessation of the war will bring about an impor- 
tant revival of activity for the restoration of worn- 
out equipment and machinery. Many manufacturers 
who will be forced to replace worn-out machinery 
have delayed their orders in spite of the fact that 
every steel producer of importance is loaded with 
orders extending well into the third quarter of 1917 
and in some cases into 1918. At this moment, the 
mills of the country are loaded to capacity for months 
ahead and there is still a heavy demand at premiums 
over the market. The effect of the abnormal price 
level is beginning to show, however, and it is confi- 
dently predicted that the top has been reached and 
that a recession will shortly be in order. Steel prices 
are steady and little change is expected either way 
in the near future. Soft steel bars continue to be 
quoted nominally at 3.19 to 3.44 cents; shapes at 3.29 
cents and plates at 3.79 to 4.69 cents Chicago mill. 
Chicago warehouse prices on bars, shapes and plates 
remain the same. 





COPPER. 
Despite the more clouded outlook for peace and 
prospects of no early end of the war, the copper 


market was listless after the holidays, and dealings 
remain in the hands of dealers, as only some deniand 
for nearby metal is noted. The market is experienc- 
ing a continued downward tread and although the big 
producers make light of the slump in prices, the ton- 
nages of resale metal are so ‘mpressive as to com- 
pletely outweigh in importance the producers’ sales 
for the time being. Offerings of resale copper con- 
tinue at still lower quotations than prevailed last week, 
January metal being offered from 29 to 29% cents 
and lebruary from 28 to 28% cents. Prompt Elec- 
trolytic is being quoted at 28% to 29% cents, Lake 
at 29 to 30 cents and Casting at 27 to 28 cents. .The 
New York Customhouse reports exports amounting 
to 22,682 tons for the month of December. The base 
price on hot rolled sheet copper remains at 42 cents. 





TIN. 

The firmer position of tin quoted during the last 
few days of the year has resulted in advances, and 
with a large amount of tin afloat, consumers do not 
fear any immediate shortage. The trade is looking to 
peace as a very favorable item on the demand for tin, 
and prices continue firm and tending higher. ' In the 
New York market most of the mills are asking from 
42% to 43 cents for Spot Straits and are very stiff 
in the face of lower bids. The local market is steady 
and Chicago warehouses have advanced their quota- 
tions 2 cents, the new prices being 47 cents for pig 
tin and 48 cents for bar tin. 


LEAD. 

The year-end brought a little activity in the lead 
market but very little buying is being done and prices 
remain steady. Independents and re-sellers refuse to 
consider bids of less than 714 cents, which is on a 
parity with the prices of the leading market factor. 
St. Louis market rules dull and steady, with outside 
interests holding Spot at 7.4214 cents, the same as 
the price of the leading interest. The spot price at 
New York is held at 73% to 75 cents. The local 
market during the past week has been extremely 
quiet with outside Spot quotable unchanged at 714 
cents. Chicago warehouse prices remain the same at 
$8.15 for American pig and $8.65 for Bar. 

SOLDER. 

Solder prices have been advanced 34 of a cent a 
pound, the new quotations being: XXX Guaranteed, 
Y, & Vi, 27% cents; Commercial, 1% & 14, 2534 cents; 
Number 1 Plumbers’, 2334 cents. 





BUILDERS’ HARDWARE UP TEN PERCENT 
New prices showing advances of ten percent have 
been announced by one of the leading manufacturers 
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of builders’ hardware made of steel and iron, and also 
net prices on lock sets and other lines of builders’ 
hardware. 


LAWN 


MOWER PRICES AGAIN 
10 PERCENT. 
The manufacturers of the Pennsylvania Quality 
Hand Lawn Mowers have announced an advance of 
10 percent on the prices quoted September 1, 1916. 


TIN PLATE. 

Tin plate now appears to be nominal at $8.00 a base 
box, but practically all manufacturers have contracts 
calling for their entire output for the first half of 
1917, and any sales that are made are from stock. 
The market during the past week has been quiet, but 
there has been a heavy export demand. It seems un- 
likely that there will be much tonnage available for 
the last half, as contracts for the first six months will 
run beyond July 1st, and some open orders have been 
looked from large consumers at prices to be fixed 
later. In the Chicago warehouse market coke plates 
have been advanced 30 cents to $16.30 for 180 pounds, 
20x28. 


ADVANCED 





SHEETS. 

Leading manufacturers of steel sheets report that 
_ delivery rather than price is the prime factor. Many 
independents are out of the market and those who 
are still quoting prices aie making it well understood 
that these are for prompt acceptance only. Sales are 
generally being made in limited tonnages to regular 
customers, and the shortage of sheet bars, together 
with the high prices for this and other raw material 
for ship manufacture and the many difficulties of 
operation brought on by winter weather conditions, 
are helping to hold up prices. In the Chicago market 
it is becoming increasingly difficult to obtain sheets 
for delivery during the first half of the year, and only 
a few mills are in a position to quote. The demand 
is exceptionally strong for all grades, and still fur- 
ther advances are imminent. Chicago 10 gauge blue 
annealed sheets have been advanced 40 cents per hun- 
dred pounds, to $4.65; one pass cold rolled black 
sheets have been advanced 15 cents to $5.15 for Num- 
ber 28 gauge, per hundred pounds; 28 gauge galvan- 
ized sheets remain at $7.25. 


OLD METALS. 


The scrap metal market continues to be character- 
ized by dullness and hesitancy, although there is a 
somewhat better feeling all around and the under- 
tone is firm. Values have stopped declining and prices 
on some grades have been advanced. Wholesale deal- 
ers’ buying quotations are as follows: Old steel axles, 
$37.50 to $38.00; old iron axles, $34.50 to $35.00; 
steel springs, $23.50 to $24.50; Number 1 wrought 
iron, $24.00 to $25.00; Number 1 cast iron, 15.50 to 
$16.50, all net tons. Prices for nonferrous metals are 
as follows per pound: Light copper, 18% cents; light 
brass, 12 cents; lead, 6 cents; zinc scrap, 5% cents; 
aluminum, 20 cents. 





SPELTER. 
The advent of 1917 failed to bring any added in- 


quiry for spelter, and the usual inactivity which has 
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been prevalent for. some time, continues. The market 
is quiet and easy with sellers holding Spot at 95% to 
934 cents East St. Louis, and 93% to 95 cents New 
York. The Chicago market continues quiet and easy 
with Prompt quotable at 9.70 to 9.82 cents. Chicago 
warehouse prices remain at 11 cents per pound, with 
sheet zinc at $22.00 in cask lots and $22.50 to $23.00 
in less than cask lots. 


PIG IRON. 

In Chicago the pig iron market on the whole con- 
tinues quiet and firm and not much of a demand is 
reported. No sales of any consequence have been 
made, but prices, however, are being firmly main- 
tained at existing levels and sellers look forward to 
still higher values. While the coke situation has be- 
come acute, local production has not as yet been 
affected. The car shortage is serving to delay deliv- 
eries and few requests for anticipation of shipments 
are granted. Southern Number 2 Foundry continues 
quotable at $29.00 for first half and $28.00 for last 
half, delivered Chicago, and Northern iron is very 
firm at $30.00 to $32.00 with Malleable and Basic 
grades at the same figure and all indications pointing 
to an early disappearance of the minimum quotation. 
Lake Superior charcoal is strong at $33.75 to $34.25 
and standard Bessemer is quotable at $35.00 to $37.00, 
all Chicago furnace. In the Pittsburgh district, only 
small sales are noted and little iron is available for 
the first half of the new year. Northern Number 2 
Foundry is quoted at $31.00 to $33.00; [asic at 
$30.00; and Bessemer at $35.00. The Birmingham 
market continues to quote Southern Number 2 Foun- 
dry at $24.00 to $25.00. ; 

Rogers, Brown & Company's Market Report, Cin- 
cinnati, Ohio, January 5, 1917: 

The pig iron market is quiet, with comparatively little 
buying being done. This condition, however, is by no means 
unwelcome by the producers, for things were moving entirely 
too rapidly for them and many feared a runaway market, 
which might have ended disastrously. Those who are forced 
into the market for prompt shipment of pig iron or coke are 
finding it increasingly difficult to secure either. 

Taking into consideration the holiday spirit of their em- 
ployes, many producers and consumers are taking advantage 
of the season to discontinue operation for a brief period in 
order to assist the railroads in overcoming congestion. Many 
of these breathing spells in fact are made necessary because 
of the lack of raw materials. Notwithstanding this assist- 
ance, and the best efforts on the part of the railroads, they 
are unable to handle the enormous amount of business being 
given them, and continue to take refuge in embargoes. While 
these work a decided hardship on all, it appears to be the 
only course open, and it is hoped that, with the advent of 
better weather recently, the railroad terminals may be 
cleared up. 

Chicago. 
No. 2 Northern Foundry, at furnacc....... l 
Malleable, at furnace....................... 29.00@30.00 
Bessemer, at furnace. ae hauiy-eiwent aa 4 35.00@36.00 
EIS) (CMe Cie (1) gt ot ere 29.00@30.00 
Lake Superior Charcoal, at furnace. .. 31.75@33.25 
. 26.00@27.00 


$29.00 30.00 


Gray Forge, Southern.............. 
Pittsburgh. 
No. 2 Northern Foundry, Valley furnace... .$30.00 
Bessemer, at Valley furnace......... .. 35.00@37.50 
. 30.00 


3asic, at Valley furnace............ 
Gray Forge, at Valley furnace... 
Birmingham. 


29.0030.00 


No. 2 Southérn:............ . .$23.0024.00 
Le Se! a a re 23.007@24.00 
No. 3 Southern............ . 22.5023.50 
GUM FPONRE occ ccckcc cece sen cecsecrecsvcss See 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal oman corrected eine 


METALS. 

PIG IRON. 
Northern Fdy., No. 1.........-- $29 50 
Northern Fdy., No. 2 29 00 
Northern Fdy., No. 3.......... 28 50 
Southern Fdy., No. 1.......... 28 50 
Southern Fdy., No. 2.......... 28 0 
Southern Fdy., No. 3.........- 27 50 
Lake Sup. Charcoal..........- 32 75 
PEED. ocovéccvcacsvsorere 29 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 





Per Box | 

IC |. SPP err ere eee 7 50 
IX Siew scsece ° 
IxxX 14x20 
IXXX 14x20 
IXXXX 14x20.........2-0-0-- 13 25 
iC DMC Lspshisseneeaae 19 60 
Ix EE ners 20 90 
ox. oo See 23 10 

re rT 24 80 
xXx Pe cacdpussceenes ee 26 50 

COKE PLATES. 
Cokes, 180 lbs....... 20x28 $16 30 
Cokes, 200 Ibs....... 20x28 16 50 
Cokes, 216 lbs....... IC 20x28 16 89 
Cokes, 270 lbs....... IX 20x28 18 65 

BLUE ANNEALED SHEETS. 
OS | Sy per 100 Ibs.°$4 65 
te) eee per 100lbs. 4 70 
ee per 100 lbs. 4 75 
| ee eee per 100 lbs. 4 85 
ONE PASS COLD ROLLED BLACK | 
No. 18-20.......... per 100 Ibs. $5 95 
_ a ee per 100 lbs. 5 00 
ee per 100 lbs. 5 05 
Di Divcrconvvacst per 100 lbs. 5 10/ 
yy per 100 lbs. 5 15 
GALVANIZED 

tg | ery ys per 100 lbs. $6 50 
NOY 9B-20....s00:0000% per 100lbs. 6 65 
oe 3 ie 2 eee. per 100lbs. 6 80 
Sere per 100lbs. 6 95 
ON 2 ERE T per 100lbs 7 10 
Oe. eee te per 100lbs. 7 25 
PG DOs ccbcneave cel per 100lbs. 7 65 


POLISHED SHEET STEEL. 


SCOR Sie scwtcses per 1001bs.$5 95 
oe Se ee per 1001bs. 6 05 
ey per 100lbs. 6 15, 
le ee ers = per 1001bs. 6 25 


SMOOTH SHEET STEEL. 


Per 100 Ibs. | 
Wood's Smooth Os POs vcedasys $5 25 
wi No 22-24. 5 30) 
= = No 25-26.....- ‘5 35 | 
xs - OBE 2 RRS ar 5 rn 
sas ses ING 2B. se sce0n 5 


PATENT PLANISHED SHEET, 


IRON. 
Patent Planished Sheet Iron, 
RO Mv acss Sunes deeuaee #11 15 | 
SCLDER. 
XXX Guaranteed $ & 4. -Derlb. 27 ic | 
Commercial § & 4....... 25ic 


No.1 Plumbers... ..... #8 234c 


SPELTER 
PL. kisteserscseboenebes llc} 


| 


[PON 5 os csovsesecenseone $22 00) 
Less than Cask lots. .$22 50 to $23 00 


COPPER. 
Copper sheet, base. .seeee (eecese 420! 


LEAD. 
BIOIOOD Fes c'nccavesncsctecsee 49 
erry Fe rear 8 65 
National (White) brands (in | ess 
than 100 tb.lots), per Ib....... otic 
Sheet. 
Full coils..... ...per 1001lbs.$ 9 75 
Cat CONS. .60000% per 100 lbs. 10 LO 
ALUMINUM 
Carload lots. 
No. 1 Pure Ingot...... per lb. $0 60 
ea ey 75 
TIN. 
DERUER onsen boneeere perlb. 47c 
errr errr o- 48c 
HARDWARE. 
ADZES. 
Carpenters’. 
Pe bipenssaeenesecsssgaeee 
Coopers’. 
Barton’s...... penned soeans eens 
White's... ...... sesahes ee 
Railroad. 
Sein hb65s5c80s4se000 BORO 
AMMUNITION. 
Caps, Percussion—per 1,000. 
4 L., Waterproof, 1-10s........ 50 
i ee ee ees” 45 
Funke: eb Sen even aeas eek e aex 75 
Shells, Loaded— 
Loaded with Black Powder...... 7% 
Loaded with Smokeless mee 
medium grades........... 15&5% 
Loaded with Smokeless Powder, 
high grade........ Seeakeven 30% 
| Winchester: 


Smokeless Repeater Grade.. ey 4 


Smokeless Leader Grade....... 

BE PONG. .6 o02000c0.0008 598 
U. M. C. 

Nitro Club..... beesoeeeeed 15&5% 

DOs sc cceboeekebaneaensece 30% 

New Club seas bose esecbns4s9 OO 


| Gun Wads—pe: 1000 


Winchester 76 RUEED 5 oo s'6.04'05 $2 05 
9-10 gauge........ 1 80 
, 11-28 gauge....... 1 50 
Powder. Each. 
DuPont’ 8 Sporting, kegs..... $10 25 
4 kegs.... 5 40 
- re + kegs.... 2 85 
DuPort’s Canisters, 7 Ee 46 
«a -lb.. 26 
sé Smokeless drums... 26 10 
a kegs.... 13 20 
P si 4-keg 8... 675) 
<¢ ** -10-can a 5 40 
a “4 4-kegs... 3 45 
ig se canisters 60 
L. aie Orange, Extra Sporting 
~ Pe lore ders in aa niko $10 25 
L&R. — Extra Sporting 
ee ee ee ee 5 40 
L&R. Orange, Extra Sporting ‘ 
$4 rere 85 
L&R. Orange: Extra Sporting 
LD; CRISES 6-6 5:0'00,0.00% 45 
L. & R. Orange, Extra Sporting 
4-lb. canisters......... 26 


| L. & R. Orange, Extra Sporting 
}- “Ib, canisters a aha Sac 


4- yw 
| Hercules ‘ C."*"and “‘Infallible’’ 
10 can drums 


4 -keg 
Mereules “EC: "" and “‘Infallible’’ 
PINE 6 ccc bancwas ce 
Hercules W. a2 .30Cal. Rifle, 
errr 1 25 
Hercules Lightning Rifle, 
DAMOUR. 5 cosas saauskee 1 25 
| Hercules Sharpshooter Rifle, 
aS eee 12 
| Hercules Unique Rifle, canisters 1 § 


“Hercules Bullseye Revolver, 


eee a TOP 
| Shot. 
Drop shot, sizes smaller than 
B 25-hb. ‘bags, per bag 
Drop et, B and sarger sizes, 
25-Ib. bags, per bag........ 95 
Buck shot, 25 .s bage, per, bag 2 95 
Chilled shot, 25- a bags, “27 3 25 


AN 
| Trenton, 70 to 80 — beat 3fc per lb 
beeen 81 to 150 Ibs......9 


c per lb 


ASBESTOS. 
Board and Paper......... $3 00 Cwt 


| Per 1,000... 


| Galvanized Iron. 4} bu. 


AUGERS. 

BP PRI ok cc ccsedstessénes 70%, 
OT rer ee 50 
EY ee eee ee 70% 

Hollow. 
Bonney’s—list $30.00...... 75 . Ay 
SE: eee 

Post Hole. 
Digwell, 8-inch....... er doz.12 50 


BEATERS. 
Carpet. Per doz. 
No. 13 Tinned Spring Wire...$ 0 90 


No. 11 Spring Wire coppered. 1 30 
PUD. TO PERO S65 vce ec house 90 
Egg. Per doz. 
No. 50 Imp. Dover.........$ 0 75 
No. 102 “* ‘** tinned... 90 
No. 150 “ : 2.2. 150 


No. 10 Heavy hotel tinned... 2 10 
nO. ts ~~ “4 re 
No. 15 = ice” ee 
No. 18 “ ae 7) ane Poe 


Iwan’s Post Hole and Well... 40% | 


Vaughan’s, 4 to 9-in...per doz. 8 00 


BELLOWS. 
i Oe POE Oe Te 65% 
| Hand. 
a ETE per doz. 7 50 
oi ER ee ee eee we 9 40 
Moulders 
SPAT: is cee cciasews sd 12 60 
BELLS. 
‘Call. 
3-inch Nickeled. Rotary Bell, 
Bronzed base...... per doz. $5 00 
Cow. 
PASE RSEIMIOS 05.5 AG.s Sass swenee 
eS PELE e Pere 6S810% 
| Door. Per doz. 


Shiv. 
Ford’s, with or without .. Pe fl 
Snell’s “ 0-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 45 
No. 1050 Handled... 95 | 
Shouldered, assorted 1 to 4, 
Seahes KehGekenawve per gro. 3 60 
Patent asst’d, 1 to 4. : 60 | 
Harness. 
ae wd 95 | 
| eee “a 90 | 
Peg. 
Shouldered......... , = 1 50) 
rer sd 65 
Scratch. 
No. | handled....... per doz. 7 00 
No. IS, socket han'ld. ‘i 1 25 
No. 7 Stanley........ 36 1 95 
AXES. 
Boy's Handled. 
Lippincott, 3 th...... per doz. $6 00 
Marshall Falls City... “* 5 00 
MR i chsceveenne me 6 50 
Broad. 
Plumbs, Wat, Pat. 05 ssc 888% 
6 ere 35 % 


- Firemen’s (handled), 
poo saree = Bee OGRwre 00 


Plumbs, Miners’ (handled) ** 9 00 
Single Bitted (handled). 
Warren Silver Steel.......... $10 50 
Warren Blue Finished........ 10 50 
ee tS SOP reer 9 00 
Perfect Premier, Forest Clipper 8 50 
Single Bitted (without handles). 
Warren Silver Steel......... £9 or 
Warren Blue Finished....... 8 00 
ATE IMIR i von ono tea bs 5%5 7 00 


Double Bitted (without handles). 
Blood’s Champion, 34 to 44 lb 
seta ig Rieti iaiaane 6 FOO per | doz. 4 50 


Pile Fe. 6 vceee es 59 
Perfect Premier...... os E 5 
The above prices on axes of 3 to 4 lbs, 
are the base prices. 
34 to 44 Ibs. advance 25c. 
4 to5 Ibs. advance 50c. 
4} to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 10 16 20 25 
“$2 50 $375:°430 30 


BALANCES, SPRING. 
PN io ba ewsec ewe we deeucave 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $4 00 


BASKETS. 
Clothes. 
Small Willow........ per doz. 10 00 
Biaem sccscees es 11 00 
Karme  acccccss 13 00 


1 bu. 14 bu | 


Per doz........$5 50 $00 II @0 | 


New Departure Automatic... $6 50 
Rotary. 
3 -in. Old Copper Bell....... 4 60 
3 -in. Old Copper Bell, 6 00 
3 -in. Nickeled Steel Bell. « 450 
3}-in. Nickeled Steel Bell.... 5 00 
Hand. 
Hand Bells, polished....... eet 
ht eee eee 40% 
PEMOREE BADNONA S556» on\o0 0 ossceaicla g 
ne a eee 40&334% 
ge eee 334% 
Miscellaneous. 
| Church and School, steel alloy... .50% 
Farm, lbs... 40 50 75 100 
, $190 240 355 475 
BEVELS, TEE 
——" s, rosewood handle, new 
Coy AE ets 
Stanley’ @ iron HORE. . ioc cece ee ets 
BINDING, OILCLOTH 
EN OP Oe Ee er are 70% 
eter eer ree Creer dt. 60&5% 
gee a eee searere rors 75% 
BITS. 
Auger. 
Extra Double Spur.........70&10% 
Ford's Car and Machine... .40&10% 
"SRR EERE Ss Sasic ev eslerea ee sen 50% 
OS ee Perr rer ri te 50% 





Russell Jenning’s 7, 
Clark’s Expansive re 65%, 
Steer’s Small list, $22 00. $36 

ss “ Large “* $26 00 oe 


SO RORE  5k oe ho ona aes 50% 
Ford’s Ship Auger pattern 
oo Tree eee re ie e 50% 
CR axis cee ou caw Senieedueees 15% 
Countersink. 
No. 18 Wheeler's... .per doz. $1 80 
No. 20 vs 2 40 
American Snailhead.. A 1 10 
ose a 1 30 
rr i eee rx 1 20 
Mahew’ ee ~ 90 
oS 4 1 40 
Dowell. 
Russell Jennings........... 30&10% 
| Gimlet. 
Standard Double Cut.......... 40% 
erman Pattern..... per doz. $0 60 
PGR eS oss eaacan 
fe rrr re = 80 
SE eee 2 15% 
Countersink......... = 1 30 
Reamer. 
Jenning’s Square..... “ 2 50 
Standard Square..... 4 2 00 
American Octagon... ‘% 1 75 
Screw Driver. 
No.7 Common...... “ 55 


No.1 Triumph...... & 1 25 



































